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PREFACE ] 

My object in writing, "Tricks of the Trust'' 
Is told through pages which never will rust, 
The same was intended for all who may read, 
Especially for merchants who want to succeed. 

Thousands of new merchants who in business emibark, 
Are the first to get stung 'by the National shark, 
Who tells wonderful things a register will do, 
But the fact of the matter a part is net true. 

And the millions which go annually to this concern, 
Is paid by the merchants who would like to learn. 
That thousands who failed might have been a success, 
Had they spent more for staples and registers less. 

With their competitors they should have played fair. 
But their testimony proves they just didn't care, 
Mr. jp'atterson and Deeds should have had more sense, 
Others might be excused which includes Mr. Wentz. 

Prcm the Persians and Turks and Germans and Greeks, 
The cash from all nations the National seeks. 
The Americans and French and dollar loving Jew, 
Must all toe the mark when their notes fall due. 

And my friend Mr. Watson, a gentleman of good brain, 
From this bunch of guys should at once refrain, 
I am also surpiised that my friend Mr. Snyder, 
Was caught in the trap of the Sherman spider. 

And there's Mr. Bippus and Thomas and Joe Rogers, too, 
All caught in the same trap with that Pittsburg Je.v ; 
Shame on the gentleman who writes the big checks, 
Who was caught with this bunch of national wrecks. 

And there is a number of others including Mr. P!ark, 
Who was caught with that Jew on a very high lark; 
And one of these gentlemen under a fictitious name. 
Took out a big hand in the competition game. 

But the millions for Nationals annually spent. 
Has a chance to be reduced to one copper cent; 
For that excellent reason and a well known fact, 
They were caught with the goods under the Sherman act. 
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Author of 
"TRICKS OF THE CASH REGISTER TRUST." 

The first verse of the perface of this book states one 
reason of the writer for placing the same in the hands 
of the public. 

The main reason, however, is that the writer may de- 
rive an honest living from the proceeds of this book, and 
at the same time will be doing his duty in serving the 
general public, especially to the merchants who are now 
in the mercantile (business, and all men everywhere in 
all the world are prospective merchants. 

The first word in the title of this -book was suggested 
by the Prosecution. "The Jury hears of Alleged 
TRICKS of the National Cash Register Company. 

This title being given said company, in the charges 
of the United States Government, by special prosecution 
in the opening statements at trial, and further alleged 
statements declares that the competitors of the National 
Co-mpany were *"Smste'matically Knocked" and bears 
alleged secrets. 

Therefore as the National Company claims NOT to be 
a trust, I have added to TRICKS— "Cash Register 
Trust," wlhich gives me the ffight to name this book, 
"TRICKS lOF THE CAS^H REGISTER TRUST." 

I shall not attempt to state all of the facts chronol- 
ogically with reference to the prosecution of the Nation- 
al Cash Register Company, by the United States Govern- 
ment, but I will state cnly a few of the principle facts 
and in doing so my aim shall be to be as favorable to 
the National Company, as possible at the same time con- 
fining myself to absolute facts and truth. And while I 
am writing this book my readers will bear in mind that 
the United States Government, at the very same time, 
through Mr. E. 0. Harrison, /Special Attorney General, of 
the Department of Justice, alleges that the National 
Cash Register Company, has the one and central idea 
that the said company should aboslutely own, dominate 
and control all of the cash register 'business of all the 
world. This statement was made by Mr. Harrison, in 
his opening address to the jury. 

Now using my own opinion and judgment, and I 
believe that the general public will agree with me that 
the National Company is operating entirely too much 
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territorv, for the financial interest of all mercnants. 
I am also jnstifya'ble in saying that this world is too big 
for anv one concern to have the absolute control of any 
one commodity. 

Now with reference to the prosecution of the Na- 
tional Cash Register Company, I have good authority 
both from said company, and from the Cincinnati Press, 
and do know beyond any doubt that Mr. John H. Patter- 
son, and twenty-nine other National officials weie in- 
dicted rn the 22nd of February, 1912, by the United 
States (TJovernment and charged with a conspiracy to 
violate the Sherman anti-trust law. 

And on the 23rd of the same month, and in the same 
year, twelve of these vsho were indicted appeared before 
the United States Court in person, and their bonds were 
fixed at five thousand dollars each. Warrants were is- 
sued for the arrest of the other eighteen at various 
times and their b(.nds were also fixed at five thousand 
dollars each. 

On March 16th, 1912, all of these indicted cash reir- 
ister officials filed a demurrer to their indictments, and 
the same was argued and submitted to Judge HoUistei-. 
Distiict Judge of the United States Court, who con- 
tinued their case to November 19, 1912, at which trme the 
trial commenced in great earnest, and under section 
No. 5440, of the Revisrd Statutes of the United States 
Government, all of these thirty cash register officials 
have been chaiged with entering into a contract or corn- 
bin aition, in the form of a trust, in restraint rf trade 
and effecting and maintaining a monopoly of the cash 
register business. 

The maximum penalty on an indictment of one count 
is five thousand dollars ($5,000) and cne year^s im- 
prisonment. There is no minimum penalty, but the fine 
or prison sentence may be imposed. 

After stating that the motion for a bill of particulars 
was overruled. Judge Hollister writes: 

"These defendants, charged with the commiting of 
a crime are entitled to be advised with reasonable cer- 
tainty of the specific charges perfered against them. 
It is said a crime is made up rf acts and intents, and 
that these must be set forth in the indictment with reas- 
onable particularity as to the time, place and circura- 
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stances. These National defendants are charged in the 
fiist count with conspiracy in restraint of trade, and 
the second and third counts with monopoly. As to the 
charge of conspiracy it may be regarded as settled that 
no overt act need be charged, but the conspiiacy must 
be alleged and what its purpose was. 

"In the case cf these cash register officials their 
puipose is alleged to restrain Interstate Commerce in 
the cash register business as carried on by competitors 
of the National Cash Riegister Company, the count 
averring that the National defendants intended to re- 
strain the free flow of interstate trade carried on by their 
competit( rs and corapell them either to go out of busi- 
ness or to sell and transfer their business to the Nation- 
al Cash Register Company so that it could, as in most 
cases it did, discontinue the business of all other cash 
register concerns, and thereby effectively eliminated and 
prevented all competition of other concerns with the 
National Cash Register Company." 

From the alleged statements which I have made, T 
do not believe that it is necessary to go into further 
detail with lefeience to the prosecutirn, however, my 
readeis who possibly did not know that the National 
Cash Register Company had been indicted v^ill know by 
tho reading of this book the facts only in part, and by 
combining the information which I have received 
through the press with my own personal knowledge of 
the National Company, I could white a very unfavoraible 
picture, but as I have no desire to be partial or unfa- 
vorable towards the National Ci mpany, I will state 
pure facts and truth, as I proceed with my personal 
remarks, and expericence which 1 received while travel- 
ing eight years for the National Company. 

My first work for said company, was during the 
World's Fair at St. Louis, in the year of nineteen hundred 
and four (1904.) I was transferred several times, and 
operated agencies at Clarksburg, West Virginia; Lexing- 
ton, Kentucky; Steubenville, Ohio; East Liverpool and 
Jackson, Mississippi. I have sold National Registers as 
far South as the Key West Agency, and have sold many 
of all their different principals, frora the very highest 
price to the lowest. 

But as to the net profits in the cash register busi- 
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ness I would not attempt to make any statements, for 
two reasons: 

First — 'If I should make such staements, the company 
would i)0ssibly claim that my statement was false, and 
therefore might cause me trouble. And my second reas- 
on is just as good as the first, namely — That my knowl- 
edge of mathematics is not sufficient to make the cal- 
culation. 

In counting percentage, the Dutchman's one per 
cent., would be about the extent of my mathematical 
knowledge. (However, it w^ould not be over-estimating to 
say or, allege that the National's net profits would ex- 
ceed any Dutchman's one per cent. 

And now we will stant from old St. Louis, where I 
learned my first standard approach, and demonstration 
in the Naitional Cash Register School. 

After spending several weeks in iSt. Louis, attending 
the school of the National Cash Register -Company, by 
hard work I qualified as sales agent, and during the 
eight years while with said company I took four post 
graduate courses in their schools and conventions. My 
diplomas were signed by Mr. John H. Patterscn, and 
other officials of the company, and therefore I was well 
qualified to meet any argument of all merchants against 
the use of cash registers, and there was never an argu- 
ment of any kind brought out by any merchant against 
the use of cash registers, which has not been thoroughly 
trashed out by the selling force in the schools and 
conventions of the National Cash Register Company. 

In these conventions and schools, the salesmen are 
taught the merchants' side of the cash register argu- 
ment, and we select from our class some one salesman 
who has had years of experience on the road, and have 
him to represent the merchant. 

We then select someone from our class to act as 
salesman representing the National Cash Register Com- 
pany. This salesiman puts up all of his best 
arguments in favor of cash register, and the 
other salesman acting as the merchant, also 
brings out all of the 'best arguments against the 
use of cash registers, this is a very intreesting argn- 
mibent, and some times requires more than two hours to 
complete, and during this argument all of the class 
make notes showing the weak points, as well as the 
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strong points made by both the salesman and the 
merchant. 

Therefore all National Cash Register salesmen know 
exactly how to meet the arguments of any merchant, 
but there never was any merchant who could meet the 
fixed arguments cf the National Cash Register shark, 
and all the shaik wants is an argument, in order that he 
may entangle the merchant in the net of his admissions 
as to the losses which occur in his store. 

And now I shall proceed to make an approach and 
demonstration. The company will be represented by the 
(Agent) and the merchant by (Mr. M.) The National 
Cash Register Company have what they call their stan- 
dard approach, and demonstration, and many cf their 
agents who do not know any better will use this aproach 
verbatim at all times, and therefore repeat this trap so 
often they believe it themselves. 

The raerc'hant, Mr. M., in this argument, has been in 
business for several years. He is using the sales-book 
system, which is without doubt the very best system 
that could possibly be used in any business, either retail 
or wholesale. 

THE APPROACH 

Agt. — 'My name is Mr. Smith, I represent the system 
department of the National Cash Register Company. 
The oibject of my visit Mr. M., is to interest you in a 
system which will increase your profits and save you 
money. 

Mr. M. — I am very glad to know you, Mr. Smith, but 
do not want to buy a cash register. 

Agt. — I beg your pardon, Mr. M, I did not call es- 
pecially to sell you a cash register, the main oibject of 
my visit is to increase your profits and save you money. 

Mr. M. — Yes, I understand your side of the question,- 
and would not be at all interested in your proposition. 

Agt. — ^But Mr. M. if I can prove that we can increase 
your profits and save you money, without any expense 
on your part, you would be interested wouldn^t you? 

Mr. M. — Of course, if you could save me money, I 
would be a fool not to be interested. 

Agt. — ^Well sir this is exactly what I propose to do, 
but in order to do this, it will be necessary to get a little 
information with reference to your present system; this 
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information will be treated strictly confidential, and you 
of course know Mr. M. there are only five transactions 
which occur in your store. 

Mr. M. — ^What five transaction are those? 

Agt. — The first is your CA'SH sales ,the second is 
your credit sales, the third is your GASH received on 
account, the fourth is the CASH paid out, and the fifth 
you sometimes change money as an accomodation don^t 
you? 

Mr. M. — Well, yes, I suppose you are about right. 

Agt. — ^I do not know of any other way by which you 
could handle these five transaction, but possibly you 
may, and this is one reason for asking you for this in- 
formation, as it would be impossible for me to offer 
any suggestions which would strengthen your present 
system without first knowing the weak points of the 
same. 

Mr. M. — ^We have no weak points in our system, and 
I am sure that it is not worth your time to go further 
into this matter. I have been in business here for quite 
a long time; have been successful, and do not care to 
make any changes in my system. 

Agt. — You will agree however, that these five trans- 
actions whicli I have mentioned are all that occur in 
your store won^t you. 

Mr. M. — I had never thought of it in that way before. 

Agt. — ^That is true Mr. M., but from my observation 
thus far, I can see wherein you could increase your prof- 
its, and you are a reasonaMe man, and not very busy 
this morning, and I a-m sure it will 'be to your financiaJ 
interest to give me the information desired, which as 
stated, will be treated strictly confidential. 

Mr. M. — ^What information could I give you. There 
are no secrets about my business that I know of. 

Agt. — ^I understand that you have no special secrets 
Mr. M., but. at the same ftime, you could tell me how you 
handle your cash sales, couldn't you? 

(Note) — The main object of the Agent is to ask such 
questions which will in some way excite the curiosity 
of the merchant and continually draw him on to the 
point of making admissions of certain losses which oc- 
cur in the handling of the five transactions, then after 
the Agent has secured such admissions from the mer- 
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chant, in which he acknowledges that certain losses do 
occur, the Agent will trap him into admitting that these 
losses will amount to so much every day, and the mer- 
chant will finally agree to a fixed amount, which the 
Agent will claim that he can stop and thereby save 
money for this merchant. — (Watch the trap.) 

Mr. M. — I have no objections to tell you how I 
handle my cash sales. 

Agt. — Very well, Mr. M., I thank you. Now how do 
you handle your cash sales'? 

Mr. M. — I have my clerks to make out each cash 
sale on a duplicating book like this. (Shows the book.) 
He then files the original and either wraps the duplicate 
with the goods, or hands it to the customer. The clerk 
then puts the money in the cash drawer. I sometimes 
use a cashier on very busy days, and find it very satis- 
factory. 

Agt. — Then at the clcse of the day^s business you 
balance the cash in the drawer with the cash slips. Is 
that the idea? 

Mr. M. — Certainly. How eould I get a balance other- 
wise. 

Agt. — That is the only way, Mr. M. But does your 
cash always balance? 

Mr. M. — ^No, and neither^ does — 

Agt. — ^That is exactly my point Mr. M. Then what 
do you do when your cash does not balance? 

Mr. M. — ^I can not do anything. We know it is only 
a mistake, besides, our cash is over as often as it is 
short. 

Agt. — The fact that your cash is over, or long, Mr. 
M., is no more in your favor than when it is short. 
Don't you agree with me? 

Mr. M. — I certainly do not. For the reason that 
I positively know that my clerks, as well as myself, dur- 
ing the 'busy hours of the day will sometimes hurriedly 
place money in the cash drawer without making out a 
sales slip, and therefore my cash is very often long. 

tAgt. — Your explanation may be satisfactory to you 
Mr. M., but it would not be to me. I would certainly 
want to know for sure just why my cash was short or 
long. 

Mr. M. — I have just told you, for sure, why it is 

(11) 



sometimes long. 

Ag't. — Yes. But you could be mistaken, couldn't you? 

Mr. M. — I do not suppose there is any of us perfect. 

Agt. — 'But we do have a perfect system Mr. M., which 
I am here to explain to you, and \\ith our system, you 
could tell exactly how much money you have in your cash 
drawer right at this time without having the same to 
count. 

Mr. M. — I could also do the same by checking up my 
.cash sales slips; which we do at the close of the day's 
business. 

Agt. — ^\\^ith cur system it would not be necessary 
for you to check your sales slips in oider to know how 
much money theie should be in your cash diawer at any 
time. 

Mr. M. — J would not trust my money to any such 
system. I want to count my money, and know exactly 
the ami unt of my cnsh sales every day. I am not in- 
terested in vour svstem at all. 

ft «- 

(Note — The Agent now realizes that he has ap- 
proaclied a merchant who knows his business, and the 
only way to land him is to use the long line of aiguments 
and leel them off to him in such a way that he will like 
all other kig fish, finally Avear himself out and fall into 
the fixed tiap of the shark.) 

Agt. — Veiy good, Mr. M. You will then admit that 
yi ur cash does not balnnce. Won't you? 

Mr. M.— Yes. I said it didn't. 

Agt. — When your cash is out of balance, would 
you like to knoA for suie just who made the mistake? 

Mr. M. — Yes, I would like to know. Of course, 1 
would. 

Agt. — Then yon admit that your cash is very often 
out of balance and that yen \vould like to know who is 
responsible do you? 

Vr. M.— Ye>. 

Agt. — T thank you Mr. M. We will now pass on to 
tlie most important transaction in your store, which is 
your credit sales, and how do you handle this trans- 
action? 

Mr. M. — Exactly in the same way that we do our cash 
sale«^. 

Agt. — Do yon ever foraret to charge goods Mr. M. 
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Mr. M. — Personally, I do not believe that I ever for- 
get to charge. But goods have gone out of my store 
without being charged. 

Agt! — ^As you have your business at heart Mr. M., 
it is very natural that you would not forget this very 
important tranasaetion. However, you agree that goods 
do leave your store without being charged, don't you"? 

Mr. M. — Yes. I think this happens in all stores: 

Agt. — IBut ycur store is the only one in which you 
are personally interested, it is not? 

Mr. M- — Well yes, guess that's right 

Agt. — Very well Mr. M., you then admit that goods 
do leave your store without being charged, and that this 
would natuially be of some loss to you, is that right? 

Mr. M. — Yes, I guess that's right. 

Agt.— Don't you KNOW that is right Mr. M. 

Mr. M. — If it will do you any good, YES. 

Agt. — You will understand Mr. M., that all of this 
information is very important. I v\ould not have known 
that you were loosing money by your present system, 
without having asked you these questions, now wouldn't 
you like to know who forgets to make these charge sales'? 

Mr. M. — It is very natural that I would. 

Agt. — ^Your cash and credit sales are two of the most 
important transactions which occure in ycur store Mr. 
M., and as you realize the fact that you are loosing 
money with your present system in the handling of these 
two transaction, you would naturally want to stop these 
losses, wouldn't you? 

Mr. M. — ^Yes. But these little things do not amount 
to much. 

Agt. — As to exactly what they amount to, we will 
take that up later. The next transaction, is your money 
received on account. Now Mr. M., how do you handle 
this transaction? 

Mr. M. — That's easy. When Mr. Jones comes in (we 
will use for example) and wants to pay cash on his ac- 
count, we use this same book, fill in the amount paid by 
Mr. Jones, and give him a receipt for the amount paid; 
we then file the duplicate, and credit Mr. Jones on the 
ledger for the amount paid. 

Agt. — That is very good Mr. M. Possibly this is one 
reason for your cash sometimes being long, and it is also 
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possible that you could make mistakes in this way is it 
not? 

Mr. M. — Oh we could, but I donH think we do. 

Agt. — Did you ever send one of your customers a 
statement of his account after the same had been paid 
Mr. M? 

Mr. M. — ^Yes, this has happened. We have also had 
customers came in and pay us for goods which had never 
been charged. I think one will offset the other. 

Agt. — I see, Mr. M. And as I understand it, you do 
make mistakes in your received-cn-account transactions, 
don't you? 

Mr. M. — Oh, yes, a few I guess. 

Agt. — ^And you know Mr. M., that where there is 
mistakes, there is also a chance for loss, don't you? 

Mr. M. — Yes, guess that's right. 

Agt. — Then you would like to stop this loss also, 
wouldn't you? 

Mr. M. — I certainly would. 

Agt. — ^We will now take up your paid out transac- 
tions, which is also a very important matter in a store 
like yours Mr. M. Now how do you handle your paid 
out transactions? 

Mr. M. — ^We generally pay out from the safe. This 
is done to prevent the cash sales for the day from be- 
ing confused with the money paid out. We find this very 
satisfactory. 

Agt. — Very good Mr. M. But don't you find this a 
little slow some times? 

Mr. M. — Possibly it might be a little slow, but we 
generally have plenty of time for that matter. 

Agt. — When we had up the matter of your cash sales 
Mr. M., I understood you to say, that during the busy 
hours of the day you sometimes made mistakes, and 
placed cash in the drawer without first making out the 
cash sales slip, and it occurs to me that you would also 
make mistakes in the same way with your paid out trans- 
actions, wouldn't you? 

Mr. M. — ^Possibly so. iBut what are you writing all 
of this down far? 

Agt. — This is necessary in a great many cases, not 
so much, however, in your, Mr. M., as we have thuse far 
taken up all of the transactions which occur in your 
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store, except the making of change, and you have admit- 
ed an actual loss in three of these transactions, and pos- 
sibility of loss in the fourth. Now' Mr. M., suppose I 
shculd ask you to give me change for one dollar, how 
would handle this transaction? 

Mr. M. — I would just make the change from the cash 
drawer. 

Agt.— Then suppose that after you had made the 
change, I should say that you had made a mistake, how 
would you prove to me that you did not? 

Mr. M. — I do net know that I could prove it. 

Agt. — If we can show you how you could prove such 
mistakes would it be worth anything to you? 

Mr. M. — It might. But you said this was not going 
to cost me anything, and now you want me to agree to 
pay you for it. 

Agt. — Not at all Mr. M, but you will agree that it 
would be worth something, don't you? 

Mr. M. — 'Oh, possibly it would. 

Agt. — Now Mr. M, this concludes the five transactions 
which are co'ntinually occurring in your store, and you 
have admitted to a possible loss through all of them. 
Now how many clerks have you? 

Mr. M. — Great Scotts, man. How many more ques- 
tions are you going to ask? I have four clerks. 

Agt. — I 'believe that you realize the importance of 
all these questions Mr. M. 'Don you sometimes have 
extra help? 

Mr. M. — ^Yes, on Saturday and at other busy times we 
generally have an extra clerk or so. 

Agt. — Have you any relatives clerking for you Mr. M? 

Ml*. M. — Yes. I have a nephew, who has been with 
me for a good many years. He is a better business man 
than I am. 

Agt. — I take it for granted that you are paying him 
a gc od salary. 

Mr. M. — Yes, very good I think. 

Agt. — <How long have you been in business Mr. M? 

Mr. M. — I have been here ten years. I was in the 
same kind of business for several years before I came 
here. 

Agt. — About what per cent., of your business is 
credit ? 
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^- 'Mr. M. — I would judge about one-half, 

Agt. — ^Do you expect to ccntinue m business? 

Mr. M. — Oh, yes. So long as we can make a few 
dollars, I suppose, 

Agt. — ^All of this is very valuable information Mr. M., 
for which I thank you, and 1 am sure that we can 
strengthen your system in such a way that will stop 
these losses to which you have admitted, and increase 
your profits and save you money, which I told you we 
could do, but in order to do this, it will be necessary for 
you to come to my office, and 1 want to make an appoint- 
ment with you for 3 P. M. I am sure this will be to 
your financial interest. 

Mr. M. — Well, as I have put in about three hours 
answering your questions, I guess I had as well see the 
ivhole show as you say it won^t cost me anything. 
Agt. — Then may I expect you at 3 P. M. 

Mr. M. — Yes, guess I will be on time, but if I aint I 
suppose that you could wait a few minutes, couldnH you? 

Agt. — Oh yes, 'but I have always made it a point to 
be prompt. It is now 11:30, I will see you at 3 P. M. 

Mr. M.--Very well. I must go to dinner. 

(Note) — So ends the approach which took place in 
the store of Mr. M., and during this conversation Mr. M. 
has admitted to possible losses in all five of the trans- 
actions which take place in his stcre. He also has one 
foot in the spider's fly trap, and ibefore he gets through 
he 'will become so entangled in the web of admissions 
that he will not. realize what he has done until after he 
has put his John Henry on the dotted line, it will then 
be too lat^. 

The Agent now proceeds to his office and has every 
thing in apple pie order, and one of the first thincrs 
that attracts the attention of Mr. M., T^hen he enters 
the office will be those same five transactions, arranged 
something like this : 

1st— CASH— sales. 

2nd — OAiSH — receive<l on account. 

3rd— CHARGE— sales. 

4th— CASH— paid out. 

5th— CHANGE. 

The full name of Mr. M. will also appear, stating the 
number of clerks employed. He will also note that fifty 
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per cent., of his business is on credit, and tliat lie lias 
admitted to certain losses by Lis present system. 

This always reminds me of the story of the spider 
and the fly, and I know from my personal experience that 
Mr. M. has no more chance to escape after goiaig thus 
far than the little fly \Ahich, after entangling one fott in 
the spider's net, will never get out alive. 

The time has now almost arrived for Mr, M. to meet 
his appointment. The (Agent gets a little uneasy, and 
walks up by the store, and proceeds to -display his cash 
register wit in about this way: 

Agt. — I just happened to be passing, so I will walk 
down with you Mr. M., as I nctica our time is about up. 

Mr. M. — I will be ready in a few minutes. 

(Xote) — On the way to the office the Agent has found 
out by this time that Mr. M. has a hobby, and (they all 
have one) so they both get on and ride, and before they 
arrive at the office the Agent has shot thiee or fcur of 
those manufactured compliments into Mr. M in such a, 
manner so as to make him believe that he is the real 
stuff. 

The Agent knows how to ride any kind of a hobby, 
either side ways, or astiide, behind or before, with cr 
without bridle or sa-ddle. So by the time they arrive at 
the office he is pretty well acquainted with Mr. M. 
They now enter the office, and the betting is twenty to 
one in favor of the shark. 

Agt. — Come in Mr. M. Have this chair, and wonH 
you smcke a good cigar with me? 

Mr. M. — ^DonH care if I do. Looks like a twenty-five 
center. You have a nice place here. How long have 
you been here? 

Agt. — I came here about two weeks ago, succeeding 
one of our men, who, by the way, was a gcod man, but 
would not use company methods of selling as outlined by 
our instructors, and therefore he failed to interest our 
best merchants, including your self. 

(Xcte) — The merchant is attracted by hundreds of 
letters from different merchants all over the world. 
He is also attracted by the large demonstrating pad — 
two by four feet, and on which everything is put down 
in black and white, showing that FIGURES WILL NOT 
LIE. The merchant now being in the office of the shark, 
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lie proceeds to apply the medicine only in larger dcses. 

Agt. — You will remember Mr. M. the five transac- 
tions which I took up with you at your store, were ex- 
actly as you see them here. (Pointing to the demon- 
strating pad.) 

Mr. M. — ^Yes, I believe that's about right. 

Agt. — 'Now beginining with these ^\e transactions, we 
will check them off as we agree as to your daily los? 
with your present system in the handling of each of these 
transactions, and we will begin with your 'CASH sales. 
and Mr. M. I want you to be fair with me in fixing these 
losses, and don't you believe that you could lose one 
dollar every day m the handling of your cash sales 
alone f 

Mr. M.— -That is possible. But I do not believe it. 

Agt. — ^Well, suppose when you go back to your store, 
there should be one dollar gone, would you know anything 
-about it? 

Mr. M. — No. Don't know that I would. 

Agt. — Then it is possible that you could lose the 
dollar today, and that you would not miss it, is that 
right f 

Mr. M. — Yes. Such a thing could happen. 

Agt. — Then if it could happen today, the same thing 
could happen tomorrow, and the next day,, and the day 
after, and next week, and every day in the month, and 
year, and you, Mr. M., would never be any the wiser, 
and you also know that you would not miss the money, 
would vou? 

Mr. M.--Oh, no. I don't suppose that I would, but 
I do not believe that I am losing that much. 

Agt. — ^Well I believe you are, and even more. But 
lets fix the loss at fifty cents per day, I know you will 
agree to that? 

Mr. M. — Well put it down at fifty cents. But you 
said this would not cost me anything. 

Agt. — -So I did, Mr. M., and I will show you later that 
I am right. (Puts down the 50 cents loss on CASH sales 
daily.) Now don't you believe that your daily loss on 
your charge sales will be one dollar per day or even 
more, Mr. M? 

Mr. M. — -No sir. I would not agree to this. I know 
you are wrong. 
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Ag-t. — Then bow avjout fifty cents per day, the same 
as ycur cash sales. I know this would be a fair es- 
timate. 

(Mr. M.— That's better. But I don't think I will lose 
that much. 

Agt. — Well you agree that you are losing fifty cents 
every daj'^ on your CELAiRQE sales? 

Mr. M. — Yes, I will stand for that 

Agt. — We will then put down 50 cents daily on your 
CHARGE sales. 

Mr. M. — ^^That's right. But I don^t understand why 
you want to charge me anything for. You said this 
not would cost me one cent. 

Agt — You are exactly right. I will prove to your 
own satisfaction that it will not cost you ONE CENT. 
Xow^ as to vour received on account transaction this is 
a very important transaction in your store Mr. M., and 
I believe that one dollar per day loss with your present 
svstem in the handling: of the cash RECEIVED on ac- 
count would be very reasonable, don't you? 

Mr. M. — No sir. T would not give anything, besides 
I don't Avant to make any changes, as I told you in the 
first place. 

Agt. — Well what about your PAID out transactions, 
and the changing of money as accommodation. You 
stand a graat chance of loss in the handling of these two 
transactions, don't vcu? 

Mr. M. — None whatever, as I told you we pay out 
everything from the safe, aJid as to the change, that 
don't bother me at all. 

Agt. — Then all that you will agree to is that you are 
losing only one dollar per day on both your CASH and 
CHARGE transactions. I am sure this a very reason- 
able estimate. 

Mr. M. — Well I think its a plenty, besides I don't see 
any use of all this argument, and putting down so 
much. 

Agt. — If I had -not secured all of this information Mr. 
M., I w^Guld not have known that you were losing any 
money, and as I first told you, the object of my visit is 
to save you money, which I will now prove to you that 
we can do. 

Mr. M. — ^Well that sounds better. 

Agt. — ^I will ask you to please step in this demon- 
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strating- rocrm Mr. M., and I will show yon the system 
which will do all that I have said it would and more. 

(Xote) — ^Mr. M. now goes one step farther, and is 
now in the little room, where a big six-drawer cash reg- 
ister, which looks like gold, is to be demonstrated to 
him, and in a few minutes he will be the owner of a 
large white elephant. Mr. M. steps in the room. 

Mr. M. — That's a fine looker. What's all these cash 
boxes for? 

Agt. — These are for your clerks. Each clerk has a 
separate cash drawer, and you remember that I told you 
with this system that w^e could locate mistakes. 

Mr. M. — Yes, you did, and ycu said it would not 
cost me anything. 

Agt. — Exactly right you are, which I will prove later 
on. Now this drawer marked A, also has a counter, or 
adder which adds all of the cash into one total as the 
same is placed in this particular cash drawer. Now 
Mr. M. I will make a cash sale for $1.00 (takes a silver 
dollar from his pocket and rings up the sale.) You will 
new see Mr. M. that clerk A has made a cash sale for 
one dollar, and on this counter we find the sale recorded. 
(Shows Mr. M. the counter.) 

Mr. M. — By Oeorge, that's right. 

Agt. — Now Mr. M. we will make another cash sale 
of $4.00. (Rings up the four dollar sale.) You wili 
now see Mr. M. that clerk A has made two cash sales, 
and this counter shows that $5.00 has been recorded. 

Mr. M. — ^That's a fact. How much dees this thing 
cost? 

Agt — I told you it would not cost you anything, and 
will prove it later on. Now Mr. M. we w^ill make an- 
other ca«h sale find we will use clork H. (Rings up a $2.0Q 
sale and puts the money in H drawer.) You will see Mr. 
M. that clerk H has a cash sale of $2.00 recorded on H 
counter. 

Mr. M. — Right you are. But what w(.uld prevent 
dark A from using clerk B's cash box? 

Agt. — We will come to that later. Let's make an- 
other cash sale, and use the same drawer H again. 
(Rings up $20.00 cash sale, and shows Mr. M. the count- 
er on which is recorded $2-2.00.) Now Mr. M. if there 
should be one dollar short we would know it without 
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counting the cash wouldn't we? 

Mr. M. — ^We sure would, if this thing adds • right. 
Does it ever get oat of fix? 

Agt. — The mechaneial features will be explained 
later Mr. ^L Now you have seen that we have naade 
several cash sales. Can you tell me how much money 
we have in both clerk A and H cash drawers? 

Mr. M. — No, I didn't count it. 

Agt. — ^Well I can tell you to a cent how much both 
of these clerks have sold without counting the cash. 
(Shews Mr. M. the main counter on which is recorded 
$27.00.) Now Mr. M. you count the cash and see if 
we are correct. 

Mr. M. — (Counting the cash finds it to be correct.) 
Yes sir, that's right. 

Agt.— Well I have proved my statement, haven't I. 

Mr. M.— Yes, if— 

Agt.(Taldng the word out of Mr. M.'s mouth.) If 
what. I told you if there should be any shortage we 
would know it at once didn't I? 

Mr. M. —Oh, yes I see. I understand it now. This 
thing on top here tells all of the cash sales, is that 
right ? 

Agt. — ^You are catching the idea Mr. M. I believe 
that you could install this system without further assis- 
tance. You are satisfied now as to the cash sales are 
you? 

Mr. M. — Perfectly so, sir. That's fine. What's this 
thing in here for? (Pointing to the printing device.) 

Agt. — That's is your silent partner Mr. M., which I will 
explain later. I want to show you how this system will 
also take care of ycur credit sales. 

Mr. M. — I didn't know you could do so much with one 
of these things. Where do you make the charge sales? 

Agt. — ^You will notice the red counter reads OHAR(jE 
— and on this counter will be recorded all of your credit 
sales, and you may know the total amount of your credit 
sales, just the same as your cash sales. We will now 
make a charge sale of ten dollars by clerk K. (Rings up 
the sale and shows Mr. M. the charge counter on which 
is recorded $10.00.) Now I have proved my statement 
as to your charge sales haven't I? 

Mr. M. — That's what you have. 
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Af^t. — Xow suppose that clerk D receives on account 
$^0.00, you will note tliat I place the lever opposite Ree. 
Account, and press the clerk^s key, which in this ease is 
D, and you will also notice piinted on this little ticket RC- 
$40.00, which shows that the same amount has -been re- 
ceived on account, and shows Mr. M., the received on 
account counter, 

Mr. M. — Well that's exactly correct. That is the 
first time T ever saw it like that. 

Agt. — 'Next we will have clerk E to pay out one dol- 
lar. ((Places the lever opposite the PAlD-OUT-counter, 
and presses the letter E and rings up the transaction. 
Shov\<s Mr. M. the ticket.) You see that Clerk E has 
paid out $1.00 and we write on the back of this ticket 
what the money was paid out for. Is this all plain to 
you Mr. M? 

Mr. M. — Very plain. I understand it all. But how 
would you get in this thing to make ehange 1 

Agt. — I am glad that you asked this question Mr. ^I. 
You would just press the clerk's key, and you will notice 
nothing has been recorded. Do you undei stand that Mr. 
M. 

Mr. M. — tOh yeS; that's very easy. 

Agt. — ^Xow Mr. M. (showing the detail strip), on this 
you w^ill see recorded all cf the transactions \^'hieh we 
have made, and this is your silent partner, and from this 
5'ou can tell exactly Avhat has been going on in your store 
in your absence, couldn't you? 

Mr. M. — You bet I could. What do those rolls 
costf (Pointing to the ^'detail paper.") 

Agt. — 'Practically nothing. Now Mr. M. we have 
covered the five transactions which we took up while I 
Avas in your store. Can you think of any other way 
by which yon handle your daily sales? 

Mr. M.-— No, I don't believe I can just now. 

Agt. — You remember that 1 told you Mr. M. that we 
could take care of those five transactions, didn't I? 

Afr. M. — Yes, you told me so much I have forgot half 
of it. I remember that you said this would not cost me 
anything. 

Agt. — Ycu have an excellent memory Mr. M. Now 
are you perfectly satisfied that this system will do all 
I have claimed it Avould do for you? 

Mr. M.-— It looks so to me. I could tell more about 
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it after I gave it a trial. You will sell 'em that Avay^ 
don't you? 

Agt. — No, we 'ouild you a register according to your 
sigiied order. AYe never put our registers out on trial. 
Have I made everything clear to you Mr, M, 

Mr. M. — Oh yes, eveiything seems to be clear enough 
for that matter, except the cost of this thing. 

u\gt. — ^We will take that matter up liglit now Mr. M., 
and I have understood from your admissic ns that your 
actual loss on your CASH and CHxiRGrE sales to he one 
dollar per day, am I correct? 

Mr. M. — Yes, I guess that's right, 

Agt. — And I also understand you to say that you 
expected to continue in husiness? 

Mr. M.- — ^I do not knew of anything to the contrary 
at present. 

Agt. — Well you are now losing, according to your 
own statement, one dollar per day, is that right? 

Mr. M. — ^Yes, [ guess so. 

Agt. — It Avould be a fair estimate to say that you 
would continue your business for at l?ast five years 
would it not? 

Mr. M. — Yes, that's all right. 

Agt. — Then ^Ir. M. if you are losing one dollar per 
day, countinij onlv thiee hundred business dnvs to the 
year, you are now losing exactly three hundred dollars 
per year, and in five years yen would lose exactly fif- 
teen hundred dollars, wouldn't you? 

Mr. M. — ^According to your figures that's right. What 
did you say the price — 

Agt. — The price Mr. M. has nothing to do with it, so 
long as it will make you money. The price, how^ever, for 
this five-drawer cash register is only $500.00. 

Mr. M. — Gee- whiz, I wouldn't give that much fcr four 
like it. 

Agt. — I told you Mr. M. that it would not cost you 
anything, and I am going to prove it. 

Mr. M. — Well let's see you do it. 

Agt. — Mr. M. you have said that you are losing threi* 
hundred dollars per year, I ain taking your word for it, 
am I right? 

Mr. M. — Good enoug'h. 

Agt — Then in five years Mr. M. you w^ould lose fif- 
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teen hundred dollars, wouldn't you? 
Mr. M. — ^Yes, exactly. 

Agt — You are right Mr. M., and as stated the price 
of this register is $500.00. Now as you say that you 
are losing one dollar per day, we are going to rent 
you this register for five hundred days at one dollar 
per day, and at the expiration of the five hundred days 
we will give you a clear title to this system, and there- 
fore it would not ccst you anything, would it? 

Mr. M. — ^You are right. 

•Agt. — Then in five years Mr. M. you could net only 
have the register paid for, but you would also be ahead 
of the game exactly one thousand dollars, wouldn't you? 

Mr. M. — ^Right again, by George, ycu can send her up. 

'Agt. — Thank you Mr. M. Just sign right here, and 
also sign this yellow paper which shows that you are to 
pay thirty dollars per month, which is one dollar per 
day, just as I told you. 

Mr. M. — (Signs up for the white elephant.) You are 
going to send this right up are you? 

Agt. — Oh no, we ship you direct from the factory. 
This key arrangement would not suit you exactly. We 
build according to this your signed order, and will de- 
liver your register in about thirty days. 

Mr. M.— You pay the freight, don't you? 

Agt. — Oh no, you see your order plainly reads F. 0. 
B. Dayton. I thank you very much Mr. M. All of those 
mechanical features which you asked a'bout will be ex- 
plained by our mechancial inspector when your register 
is installed. My business is to sell, as you now under- 
stand. 

Mr. M. — Yes, I see. 

Agt. — I have an appointment at Jonesburg at 6:30 
and will have to make this 5:20 train. I will rush your 
order to the factory at once Mr. M. Good day. 

(Note) — 'Mr. M. now goes home, gets a fair night's 
rest and wakes up the next morning realizing the fact 
that he has been stung, and therefore proceeds to 
countermand his order, which is done thousands of 
times. The company has a standard letter which they 
use in answering all countermands. I have forgotten 
the exact wording, but it is something like the reply to 
Mr. M.'s letter. 
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Mr. M. writes a letter: 

S.UCKERSVILLE, MISS,, 

July 5th, 1912, 
The National Cash Register Company, 

Dear Sirs:-- ^ 

I bought a cash register from yoar Mr. Smith, and 
as I have been very successful all these years without 
one, I hereby notify yo unot to ship the register. 

Yours truly, 

Mr. M, 

The reply: 

Dayton, July 8th, 1912. 

Mr. M, 

Your letter countermanding your order for one of our 
number — 672-5 cash registers has been received, con- 
struction of your register has been commenced, and we 
therefore cannot accept your" countermand, besides your 
signed oider expressly reads that no countermand shall 
be accepted, and we efi<?lose you a copy of your signed 
order. Very truly yours, 

ORDER D»EiPARTMENT. 

Mr. M. receives the letter and gets hot under the col- 
lar, and he at once proceeds to the office of his Attorney. 

Mr. M. — 'Good morning Mr. Attorney. 

Atty. — How are you Mr. M? What can I do for 
you? 

Mr. M. — I don't know. It seems that I have already 
been done. 

Atty.— Well what's the trouble? 

Mr. M. — I bought a cash register the other day, and 
have no use for the thing, so I wrote them not to ship, 
and here is their letter. (Hands the letter to his Atty.) 

Atty — And did you sign this contract Mr. M. 

Mr. M. — ^Yes, it seems that I did. 

Atty. — ^You, of course, know it is my 'business to de- 
fend you Mr. M., but the chances in this particular case 
are not at all favorable for you, unless you can prove 
something to the contrary of this agreement which you 
have signed. What did the Agent tell you, and was 
there any one present who heard your conversation? 

Mr. M. — ^There was no one present, but he told me 
so much, I have forgot more than half of it. 

Atty. — ^What you have forgot has nothing to do with 
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this contract, and I believe frcm my past experience with 
this concern, that you will have to pay for the register. 
Mr. M.^ — So VGu have bad business with them before 
have you? 

Atty. — Yes sir. Your neighbor, Mr. Cutprice, bought 
one of those big money boxes, with several drawers ir> 
it. He would not take my advice, so we had a law suit^ 
and we beat them in our court, but they got judgment in 
the Court of Appeals, and the costs and all, I think was 
about fifteen hundred dollars, before it was fully settled. 

Mr. M. — ^What did Cutprice do with the register? 

Atty. — It was down, in the basement about three 
years ago. I expect it is there yet. 

Mr. M. — Well I am glad there is other suckers living 
besides me. 

Atty. — Yes sir, and just so long as you, and thous- 
ands of other merchants feel that way, just so long will 
you be one who helps to keep the wheels of these great 
monopolies turning. 

Mr. M. — Then I guess that I am stung. 

Atty — STUNO is the proper world Mr. M. You are 
certainly very much iSTUNG, and here is the stinger. 
(Pointing to the contract.) 

Mr. M.— Well, I will talk it over with the old woman, 
and let vou hear from me later. 

Atty. — It is very well to advise with your wife Mr. M. 
but in this particular case the old woman will do you 
no good. 

Mr. M. — ^I don't mind the $500.00 so much, but I hate 
to pay for a thing which I have no use for. I have a 
notion to hit em a round any way. 

Atty. — Very well Mr. M., I am at your service at any 
time, but as I have been handling other matters for you, 
I thought it my duty to advise you before you were put 
to any further expense, and if you don't mind the $500.00 
my advice is to settle without further trouble. 

Mr. M. — Then your advice is to acknowledge the 
corn. 

Atty. — I most certainly would. 

Mr. M. — That Agent told me a lot of things, which I 
now realize was mostly hot air. 

Atty — That is all very true Mr. M., but I have read 
your contract over the second time, and so far I have 
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, not been able to get even one little whiff of hot air, and 
vou understand that the contract is the only thing by 
-which the company may be governed. 

Mr. M. — ^Wellj I tbink I shall drop the matter. How 
much do I owe you? 

Atty, — You do not owe me anything. 

iMr. M. — I thank you very much. I will just accept 
the darned thing and put it in the basement. 

Atty — That would be my advice. That's where Out- 
price keeps his, an<i if there was any possible way for 
you to get out of this I would be glad to take the case. If 
you were not worth the money, it would be quite dif- 
ferent, but as you are and this company 'knows it, 
therefore you will have to settle according to the agree- 
ment which you claim to have signed. 

Mr. M. — Their contract must be pretty strong aint it? 

Atty. — I have never seen a stronger one, in all of my 
thirty years of practice of my profession. 

Mr. M.— If I had just read that blamed thing I would 
never have signed it. 

Atty. — That's all very true, and let this be a gentle 
reminder that you should always read any thing that 
requires your signature. 

Mr. M. — Well, good-day Mr. • Attorney. 

Atty. — Good-bye Mr. M. Be a little more careful in 
the future. 

Mr. M.— You bet I will. 

So ends the experience of Mr. M., who has been cor- 
rectly advised by his Attorney, which is the result of all 
merchants who sign the contract of The National Cash 
Register Company, when they are financially responsible 
to be forced to comply. 

There are some cash register salesmen who will tell 
the merchant that a cash register will prevent clerks 
from stealing by the use of their check system. From 
my personal experience, I can truthfully deny such 
statements, and prove the same clearly to the mind of 
any intelligent merchant, for the reason that the clerk 
is not absolutely compelled to ring up the sale, or to 
give the register receipt to the customer. 

Furthermore, any merchant may have his sales books 
printed to offer a rebate, or penalty in favor of his cus- 
tomers just the same as the register check, and at the 
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same time, with the sales hook system the customer wor.ld 
also receive the itemized statement of the goods pur- 
chased, which would be a'bsolutely impossible with the 
little check printed by the register. 

And if the merchant could absolutely compel or force 
his clerks to give the register receipt to customers, the 
saime merchant could in the same way force or compel 
the same clerk to give the sales slip to the customers 
which would give the merchant even more protection, 
and information than by the use of the register check. 

I think this statement is very plain ajnd my experi- 
ence has been that the most simple way to do any thing 
is generally the best. My experience has also been that 
the duplicate, or triplicate sales book system is without 
doubt the strongest, and less complicated and the best 
system that is possible to install, either for the retail 
or wholesale business. 

Futhermore. with the sales book system there will 
never 'be any trouble in the balancing of cash as there are 
no keys to press or adding wheels to get out of order, 
which with the use of a register is possible and often 
occurs. It is just as possible to press the wrong kej, 
as it is to make the wrong change. The denomination 
of coins or bills, are always a'bsolutely correct, but add- 
ing wheels are not; furthermore, cash must be •balanced 
with cash, and not by adding wheels which very often 
get balled up and requires the assistance of a mechani- 
cal inspector to adjust, and if the reader should imagine 
that mechancial inspectors do not cost something, let 
such readers try it once. 

All charge transactions should be handled exactly 
with the same care as cash transactions. 

CASH sales slips should be white. 

EECEIVED ON ACCOUNT slips should be yellow, 
which denotes happiness. 

CHARGE slips should be red, which is a danger 
signal. 

PAID-OUT slips should be blue, as it give us the 
blues to part with our money. 

The merchant who will follow out the sales book 
system, and will put the same in force, and use it, will 
never lose anything by the failure to charge goods, or 
hy clerks stealing. 
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This has been my experience which I feel it my duty 
to make public, and which I believe thousands of mer- 
chants will be profited thereby. 

Now while all of those thirty officials of the National 
Cash Register Company, which haA'e been indicted by 
the United States Government, are spending the holidays 
at their different homes, and the United States Court 
has adjourned until after January 1, 1913, I will give my 
experience with just one competition deal which came 
under my personal experience while I was sales -agent 
for the American Cash Register Company, of Columbus, 
Ohio. 

I was at this time, 1908, located at Lexington, Ken- 
tucky, wlien I sold one of my American registers, numtber 
17l^ to the firm of Deitzer & Son, corner of Broadway 
and Vine streets. The price of my American register 
was $125.00. Mr. Deitzer had paid me $20.00 with the 
order, and had been using the register about one month, 
when Mr. J. P. Bryan, sales-agent for the National Cash 
Register Company, called on Deitzer & Son, and propos- 
ed to sell them an exact duplicate of my American reg- 
ister, only for a difference in the price of $70.00. Mr. 
Deitzer came to my office and told me what the National 
Cash Register Company had proposed to do. He was a 
poor man, and therefore seventy dollars looked mighty 
big to him, especially in the price of one cash register. 
Mr. Deitzer, also accused me of robbing him, and wanted 
me to take the American back and refund his money. 
I told Mr. Deitzer that I would do the right thing by 
him, and further told him to have the National company 
put their register on his counter before the contract 
<was signed and also to phone me and I would go to his 
store,and see that he did not get the worst of the deal. 
He followed my instructions, and about 3 P. M., he 
phoned me to come down, which I did, and sure enough 
there was the American register, but instead of it 'being 
a number 17l^, it was a brand new American register, 
price $155.00. So there was nothing else for me to do 
but to accept the return of my register, which I willingly 
did, as I could not blame Mr. Deitzer, and believe under 
the circumstances I would have done exactly as he did. 
In this particular deal, the National Cash Register Com- 
pany sold one of my own registers for exactly $100.00 
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less than I could possibly have done. This was circulated 
all over my teiritory, and especially in Lexington, and 
therefore practically put me out of the cash register 
business with the American Company. 

They also blocked other sales for me, and caused me 
quite a good deal of trouble and expense. In this par- 
ticular deal, Deitzer & Son, saved exactly one hundred 
dollars. I do not say that the National Company hand- 
ted all of their ccmpetition deals as they did tnis one with 
Deitzer & Son. If they did, their competitors had no 
more chance than a little snowball in Hades, and no one 
realized this fact more than I did. About this time one 
of the National officials, (Mr. C. A. Snyder), came to 
Lexington to see me, and we patched up matters and I 
wont back with them, and was at once sent to Steuben- 
ville, Ohio. 

The Government charges the National Company with 
using spies in many competition deals, and say that 
livals suffered by their methods of crushing out compe- 
tition, and by compelling them to transfer their business 
and plants to the National Cash Register Company. The 
Government further charges that the indicted men hiied 
and bribed employes of transfer companies, express 
companies, and railroad common carriers to disclose 
a business secret relating to communications between 
competitors and their agents and to the transportation 
of competition registers. • The Government further 
charges the National Company with placing competition 
registers in their show windows with placards bearing 
the words "Junk/' or for sale for thirty cents on the 
dollar. 

Still another system is charged by the Government, 
that the National Company manufactured register 
models after those of their competitors, but with weak 
and defective parts, and offered them at much lower 
prices than competitors could possibly sell them, or even 
to manufacture. 

It would hardly seem reasonable that any concern 
would resort to such methods which has been charged 
by the Government, but their charges are no more un- 
reasonaible than was the case with Deitzer & Son, which 
came under my personal experience, and which I posi- 
tively know to be true, and in relating this ease I have 
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made it just as favorable to the National C( mpany as 
I possibly could, and at the same time confine myself 
to the truth and facts. Mr. J. P. Bryan, the sales-agent 
for the National Company and myself exchanged some 
very warm compliments which would not have the proper 
ring in Sunday School, neither would they look very well 
in print. All of this, however, did not result very well 
with Mr. Bryan personally. 

The United States Government has the authority to 
say anything it wants to with reference to the prosecu- 
tion of the National officials, and one who is not per- 
sonally acquainted with this bunch of sinners would 
take it for granted that they are all a hard faced lot of 
criminals. 

I will therefore relieve all such minds, as to the 
personal appearance and character of each of these 
gentlemen, in another part of this book will be found a 
general description of each one who has been indicted 
by the Government. 

I am personally known to these gentlemen, and after 
I have had the pleasure of introducing them to my 
readers through the pages of this book, if I have in any 
way injured one of them, or said anything that was 
not true, and which I could not prove, I will on receipt 
of such information apologize to the one, or all of them 
and refund the price of this book to any one who will 

call my attention to such facts. 

One of the strongest points in favor of the United 
States Gctvernment, and therefore against the National 
Cash Register Company, is the fact that they practically 
control the cash register business of all the world. 

Just at this point I could say quite a good deal 
concerning the long drawn out law suit between the 
National Company and the Hallwood, of Columbus, Ohio. 
This, however, will he brought out in detail by the 
United States Government, and will say nothing more 
concerning this matter, only that it was about this 
time that the National Company, of Dayton, Ohio, 
brought out what is known at this time to be their 
Thousand Line. This is a draw^er operated register, and 
is a Double First Cousin to The Genuine Hallwood, of 
Columbus, and according to my long experience in the 
cash register business, I can truthfully say that the 
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drawer operated register is without any question the 
best register that was ever offered to the merchants at 
any price. 

While I was sales-agent for the National Cash 
Register Company, this Thousand Line, which is a 
drawer operated register, and manufactured hy the 
National Company, was used in competiticn deals, and 
the sale of this register was not pushed by the National 
Company, and in quite a number of their offices this 
particular register is kept concealed. This was es- 
pecially true in my several offices. There are many 
reasons why the National Company does not push the 
sale of their Thousand Line, and one particular seasf n 
is that this register gives more information and protee-i 
tion for less money than any other register which was 
ever manufactured. 

There is a certain cash register, the number of which 
is 1064, and the price of the same is, at this date, De- 
cember 24, 1912, One Hundred Dollars, ($100.00.) 
This register will do exactly the same work, less one 
clerk's key, which another certain register, number 451, 
will do, and the price of this register is $200.00. Tf 
there should be any difference between this No. 1064 and 
No. 451, the same would be very much in favor of the 
No. 1064, price only $100.00. This No. 1064 is a total 
adder and sales printer, it has five clerk's keys, which 
identify the clerk with each sale, and as stated this 
register will do exactly the same work of the No. 451, 
and the purchaser would save exactly One Hundred 
Dollars. Personally if I should want to 'buy a cash 
register, I would prefer the No. 1064 at One Hundred 
Dollars, than to pay th^ same price for the No. 451; in 
fact I would rather pay more money for the No. 1064 
than to buy the No. 451 at any price. Personally I do 
not believe there would be ten cents difference in the 
cost of the manufacture of these two particular regis- 
tres. The reader will thei^fore understand the main 
reason why the company does not push the sale of the 
No. 1064. There is also another excellent reason, the 
agent selling the No. 451 would make Sixty Dollars com- 
mission, while on the sale of the No. 1064 the agen^ 
makes only Thirty Dollars, or exactly double the com- 
mission on one little sale. It is therefore plain to be 
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understood why the agents prefer to sell the No. 451 
in preference to the No. 1064, it is to their financial in- 
terest as a matter of dollars and cents, and the same 
reason may be applied from the manufacturer's stand- 
point. ' This little book is advertised to save money for 
the merchants, and in this one particular ease if the 
reader should be a merchant, and should ever want to 
buy a cash register, he would save exactly One Hundred 
Dollars on the price of one register 'by accepting my 
advice, which, from my personal experience, I positively 
know to be the truth. 

I have sold a number of this No. 1064 and all gave 

as much or better satisfaction than any other register. 
The reader will also remember that this Thousand Line 
register is manufactured in many dicerent styles, num- 
bers and prices, and also that it is the same principle of 
the Genuine Hallwood, now the American, of Columbus, 
Ohio. 

This being a free country entitles all men to their 
own personal opinion, and if I should state my opinion 
with reference to the use of cash registers, which I 
could base upon eight years actual experience while 
traveling for the National Company, and should use the 
names of the many merchants from whom I have bought 
cash registers, and at the same time state their reason 
for disposing of their registers, such statement would not 
be at all favorable to the use of National registers, 
however, quite a number of merchants might take issue 
with me, and all dissatisfied users on this subject, there- 
fore I will not go into further details with reference to 
the dissatisfied users of cash registers, more than to 
say that T have talked with quite a number of mer- 
chants who might be known to represent a very large 
class of dissatisfied users. 

The first cash register which I have any knowledge 
of, and which ever amounted to anything, was manu- 
factured by Mr. Jacob Ritty, of Dayton, Ohio. This xvas 
more than twenty years ago, and at this time Mr. John 
H. Patterson was in the mercantile business at Coal 
Town Ohio, and one day he was suddenly attacked with 
a desire to buy him a cash register, and as Mr. Patter- 
son, being very quick to realize when he had been 
stung, just the same as when he had secured a bargain, 
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immediately went to Dayton and purchased the Kitty 
Cash Register Plant, which at the time was a hole in the 
wall with two very small windows and on the second 
floor, therefore, 

"Large streams from little fountains flow, 

Tall oaks from little acorns grow." — ^Everett. 
My readers will please take notice that I did not say 

that Mr. Patterson was stung when he bought that first 
cash register. However, about this time, or a little later, 
Mr. Patterson placed on the market what was then 
known as the No. 3 and No. 4 cash registers, which 
were detail adders, and sold the same from $200.00 to 
$250.00 each. (These registers are now worth about 
$7.00 back to the National Company, in exchange for 
their later models.) The price on which to base the 
allowance for these cash registers in 1907 was $2!2"5.00 
each, but before 1911 this reduction was reduced to 
$45.00, or $180.00 less in about four years, which was 
descending some in the way of allowances on their own 
product. 

Therefore, it is not a difficult matter to understand 
that there was big profits in the cash register 'business 
from the very start, hence it has been alleged that Mr. 
Patterson is worth from twenty-five to forty millions, 
and as he has been in the cash register 'business only 
about twenty-seven years, he has therefore made 
something over a million dollars annually, hut having 
no competition and arranging the prices to suit his con- 
venience, T would imagine the alleged statements are 
true. I do not know what Mr. Patterson is going to do 
with #his millions, but if he should write and ask me 
where he could dispose of a few thousand, I would be 
delighted to refer him to a certain ex-National sales- 
agent who traveled for him for about eight years, and 
resigned with less money, than when he signed up with 
the National Company. This particular agent would 
have resigned long before he did, hut in his second year 
with the company, he contracted the fever while in West 
Virginia, and was in the hospital in Clarkshurg for 
quite a while. The fever caused the aggravation of other 
troubles, which made it necessary for this same agent 
to be sent from Clarksburg to Cincinnati to the Bethesda 
Hospital, where he underwent a very severe and expen- 
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sive operation, and before he liad entirely recovered he 
spent more than seven hundred dollars. S.o after being 
hooked this agent's only aim was to play even, which he 
hoped to do by being lucky enough to txe transfered to 
a producing territory, while he was never for- 
tunate in securing. 

ffis resignation finally took place at Jackson, Miss- 
issippi, May 15, 1912. Just a few months prior to this 
agent's resignation, thirty of the National Company's 
officials were indicted, and the cash register business 
looked like smoke made from blue ash cut from the 
swapms of Mississippi; hence ninder the laws of Missis- 
sippi, and according to the Sherman act, this agent 
refered to, above whose name and address I could state 
with all particulars with reference to his resignation, 
but as he is one of my most confidential friend^, I do net 
care to embarass him by mentioning his name in this 
connection. However, he resided on the date as stated 
above and officially tendered his resignation according 
to law, without taking the matter up with the President 
of the United States, or Post Office Department at 
Washington. And therefore, as he had some little 
knowledge of the Sherman Anti-Trust Law, and using 
good judgment, and long foresightedness, as he could 
see distinctly that the Mississippi had been thirty miles 
wide in some places, and also that several large planta- 
tions had been washed into the Gulf of Mexico, and real- 
izing future conditions, which has turned out exactly as 
predicted, and without violating the Sherman act, this 
agent is to be congratulated for using forethought and 
consideration, in tendering his re^signation at the time 
mentioned above. 

And while he does not enjoy quite so many dollars as 
some others who just happened to Blip through my mem- 
ory, he does, however, enjoy the freedom of knowing 
that he is in on way connected with the .Sherman law by 
a ribbon valued at $5,000, and one end of the same is 
being held by Uncle Sam. 

I do not think it is fair to insinuate that this agent 
was perfect in all his dealings when he has been known 
to violate printed decisions himself. He has been guilty 
of violating the company's buying decision quite a good 
many times, by paying more for cash registers than he 
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was instructed to do, but v^hen some poor merchant, 
who had paid $250.00 for a National No. 47^2? and 
realizing that he might possibly get along withooit it, and 
really needed the money to buy staples on which he cculd 
make a little profit. 'He sometimes jumped the fence 
of buying decisions in cases of this kind. 

The company's selling price of No. 47l^ was $250.00^ 

and three years later their buying price on this same 

register was only $40.00, and this agent refered to just 
didn't have the face or cheek, or what ever you might 
call it, to offer less than $50.00 for O'ne of these registers. 
Of course the owmer would only lose $210.00 on an in- 
vestment of this kind, but at the same time this partic- 
ular agent thought that $200.00 was enough to lose on 
such investments. This same agent has been guilty of 
paying as high as $60.00 above the buying decision on 
cne $655.00 cash register. The selling price of this 
particular register, however, was $655.00, and the 
buying price was only $160.00. The merchant in this 
particular case, according to the company's decision 
(No. 34) was calculated to lose only $495.00, and while 
I would not mention the agents name who bought this 
register, I will take the liberty to mention the name of 
the firm from whom this agent bought this particular* 
register, but he paid the excessive price of $65.00, and 
therefore Wilson-Neely Company, of Yazoo City, Miss- 
issippi, only lost $430 on their first cash register invest- 
ment, when they were entitled to lose $495.00. But they 
were nice gentlemen, and took it so easy and good 
natured, and besides they told it to everybody, and 
didn't seem to care at all. 

That same agent told the writer that he was just 
forced to buy the register from Wilson-Neely Company, 
because every time he went to Yazoo City and tried 
to sell other merchants National registers that they all 
seemed to understand that Wilson-Neely Company had 
a big National for sale cheap, and therefore in order 
to do any business in Yazoo City, the first thing to do 
was to the "junk" so-called from Wilson-Neeley 
Company. That same agent also told me that he sold 
that very same register to Stern-Brothers Company, of 
Greenwood, Mississippi, for $375.00. My readers will 
please note the name of the firm from whom this agent 
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l)ouglit this register was tlie Wilson-Neely Company, of 
Yazoo City, and the same was sold to (Stern-Brothers 
Company, and so far as the writer is personally con- 
cerned, any one who so desires may write to either of 
these gcod conee^-ns and get f^acts concerning [this 
particular register. 

Another big income in the cash register business is 

derived from what is known as pulling cash regitsers. 
Some people who do not know any more about this, 
income than I do, might term this a graft and I also 
allege that it is a big giaft, as I have personally pulled 
hundreds of registers on which from one to half a 
dozen or more payments had been made, and shipped 
the same back to the company, and if they ever refunded 
any money which had been paid on pulled registers, I 
have never heard of it. 

I place the alleged estimate of net profits derived 
from the puljing of cash registers which had been partly 
pa;id for, to be at the lowest calculation nothing less 
than one-half milliou dollars annually. I could state 
the names of many merchants from whom I have pulled 
cash registers, and who seemed to be glad to get rid 
of them, losing all they had paid. My salesman, Mr. 
W. E. Dermody, sold a four hundred dollar cash reg- 
ister to a concern in Vicksburg, whose name I withhold. 
About $200.00 had been paid on this particular register, 
when I made a trio to collect two or three installments 
which this merchant had failed to pay. On my arrival 
I was very much surprised to find a very small stock of 
goods, the entire stock would not have invoiced $200.00, 
and this merchant had about as much use for a $400.00 
cash register, as he had for a gatling gun. In fact a 
gatling gun would have been more useful in that par- 
ticular settlement. 

Mr. Dermody was a shrewd salesman, and realizing 
that he had something easy, he applied his medicine in 
large doses, and I have seen many other merchants with 
just as large, and even larger white elephants on their 
hands, which cost them from $300.00 to $750.00, and 
for which they had no use. iSo many merchants have 
told me, and seeing that a cash register had cost more 
than all of the stock, and other fixtures combined^ I be- 
lieve that I will allege they are right. 
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This is one thing that I can truthfully say, that I 
never did of my own free will, however, th^re is thous- 
ands of merchants who just will buy things, these are 
the know-it-all kind, and while they are all learning, 
the swamps are still full of them. I will state the partic- 
ulars of just one sale where I took a particular delight 
in stinging one certain merchant, whose name I will not 
mention, only for the sake of his partner. tMy inten- 
tion was to sell this stock of information a register, then 
known as No. 47^,4 ; price $250.00, 'but later this register 
was reduced to $100.00, and the number changed to 349. 

I called on this buyer and stated my purpose, and this 
was all that I ever got to say at this time. He imme- 
diately gave me to understand that he knew just as 
much about the cash register business as I did, and 
furthermore, gave me to understand that he iknew his 
business, and whenever he got ready to 'buy a register, 
that he would send for me. He then tossed his little 
block-head up in the air, stuck a pencil behind his ear, 
and walked back to his desk, and left me to watch the 
performance without charging me anything for exhibiting 
his knowledge of the cash register business. And while 
standing there in the presence of his clerks and looking 
like a fool, I took in the whole store from top to bottom, 
and went so far as to locate a place for one of my 
big $700.00 white elephants. 

I then proceeded to set a trap for this stock of 

knowledge who had never yet raised his head, and pre- 
tended to be very busy. I fixed the trap alright, and 
knew that he would tumble into it heels over head and 
land at the 'bottom of a big six-drawer register, and 
when the opportunity presented itself, I generally stop- 
ped in his store to buy some little thing and try to 
get his attention, and in the meantime I had fixed the 
trap with a friend of mine, who had an old Hallwood 
register for sale, and on which my allowance for a 
National was one hundred dollars. The cash allowance, 
however, was nothing, and furthermore I was not allow- 
ed to buy competition registers in order to make a sale, 
but I did tell my friend that if he would sell the smart 
alex his old Hallwood, that I would give him a five spot 
extra. 

I continued to stop in the store occasionally, and 
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having the trap all ready, I knew he would finally get 
the bait. So one morning I stopped in his store, and 
this ehap came at me like a thousand brick bats, saying 
that he could buy a good cash register for thirty dollars, 
and mentioned the name of my friend who was in the 
trap, I let him talk for there was no way of stepping him, 
his flow of cash register knowledge was something won- 
derful, which I had never heard of before in all the 
schools and conventions that I had attended in my many 
years of experience. 

But he finally checked up and I slid in a word or so 

on the edge so he could not see them coming and said, 
I will bet you a cigar that you cannot buy Mr. So and 
So's registCir for thirty dollars, and if you do I will give 
you one hundred dollars for it in exchange for my 
$665.00 National. He jumped at my bluff, or what he 
thought to be a bluff, and grabbed his hat, saying to his 
head clerk, "You heard the proposition, did you?" Then 
I repeated it in a slow tone as though I didn't mean it. 
He took me to this old friend of mine and sure enough 
there was a Hallwood, which I, of course ,was very 
much surprised to see. He continued to talk and just 
would not let me say anything. But at last he said 
the very thing that interested me, and that was this: 
"I am going to buy this old junk and trade with you. 
I would nH have the thing in my store, but when I can 
make $70.00, and get the register that I want I alway? 
take advantage of suchm opportunities." 

Well I said as I made the proposition, I will not back 
out, so sign the order, and he did for a six hundred and 
sixty-five dollar white elephant, and the last time I was 
in his store, which was only a few months ago, he still had 
the elepihant. 

My intention was to sell this concern a $250.00 reg- 
ister which would have answered the same purpose as 
the one which he would buy, and I could not keep him 
from it. Quite a num'ber of this kind came under my 
experience during the eight years which I spent travel- 
ing for the National Company, and I have never lost any 
sleep over stinging this type of merchants. But my 
conscience sometimes hurts me a little when I see one 
of those Nationals, No. 38^2? which I had sold for 
$225.00, when the same register could have been bought 
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a few months later for $75.00, or exactly $150.00 less. 
At the same time I don't believe that my conscience hurl 
me as bad as the feeling of some of the merchants 
was hurt who had paid $225.00 for the very same reg- 
ister, which their neighbors bought a little later fcr 
$75.00, or about one-third of what they had paid. 
Such merchants who had been so systematically stung, 
always looked at me out of the left corner of their eyes 
in such a way, that I generally made it one of my decis- 
ions to pass by on the other side. 

This number thirty-eight and a half, price two hun- 
dred and twenty-five dollars, was reduced to seventy 

five dollars ,and the number changed to three thirty-six* 
The changing of numbers was, and is yet, a great 
mystery to me. If there had been any change in the 
registers, I could possibly have understood something 
about it, but when nothing was changed but the number 
and the price, it is a mystery to me why this was done. 
Then it was confusing to the agents, but here is the 
point, if Mr. Smith, who had paid $225.00 for a No 
38^4 should happen to get on friendly terms with Mr. 
Jones, who had paid $75.00 for a number 336, you see 
the only difference in the two registers is the num'bers. 
but the most interesting difference, and which Mr, Smith 
does not understand, is why Mr. Jones bought the same 
register fcr $150.00 less than he did. 

One of these registers weighed a'bout 70 pounds, and 
about this time there was a big slide in the price of 
brass, and while T would not say for sure, I allege that 
the reduction in the price of brass, which was about two 
cents per pound, did not cause the reduction of $150.00 
in the price of the No. 38%- But Mr. Smiith could say 
that his register was No. 38^/^ and Mr. Jones could say 
that his register was No. 336 and the diffei'ence was in 
the numbers. This is the best explanation that I can 
offer, and I think this will apply in all cases where the 
numbers have been changed, unless it was the reduc- 
tion of two cents per pound in the price of brass. I am 
not going to convict myself by a positive statement that 
either is absolutely the fact, but I can guess why the 
price was reduced and I will if necessary, but I 
don't have to right now. However, I have said all that 
I could without letting the cat out, anyway I have done 
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my duty so far as it was possible, and if my readers will 
help me to circulate this little book and get the same 
into the hands of merchants who, without experience and 
limited capital, may be better prepared to meet the fixed 
arguments of the National shark, or any other Knight 
of the grip, who does not sell merchantable goods on 
which there should be a little profit for the merchant. 

I have previously stated something about buying 

National Cash Registers from dissatisfied users, but 
here is one I came near overlooking. It^s too good to 
keep, so there is no law to keep me from telling the 
truth, and here it is. At this time I again jumped the 
fence of buying decisions, and paid $75.00 for No, 
441/^. I bought this register from Lane Brothers, of 
Jackson, iMiss., and sold it the same day to McClelland & 
Smith, of the same place, for $170.00, or exactly $95.00 
profit. Our decision was to send all registers of this 
type back to the factory, but I thought that $95.00 profit 
on the investment of $75.00 was enough, especially 
when the spot cash was received with the order, and 
just 'because I did not obey the company^s decision in 
this case, I am still waiting congratulations for making 
this excellent sale. 

WHAT A LITTLE COMPETITION DID. 

However, I do not take the responsibility to be pos- 
itive with reference to this matter, and therefore I al- 
lege that competition was the cause of the great reduc- 
tion of Nationals, Nos. 5, 7, 8 and 9. 

On July the 8th, in the year of 1908, the National 
Cash Register Company filed suit against the Ameri- 
can Cash Register Company for infringment of thein 
patent, so stated by them to 'be No. 499,294, which was 
an attachment to the key coupler. 

And about this time the National Company was 
selling what was then known to be their No. 8 for 
$125.00. The American Company at this time put on 
the market almost an exact duplicate of the No. 8, for 
$60.00, or exactly $65.00 less in price. Therefore, on 
this one register competition saved the merchants more 
than one hundred per cent. The National Company 
about this time reduced their No. 8 to $60.00, which I 
allege was done to meet the American competition, but 
they finally removed their No. 8 from their price list and 
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took tho same off the market. The National Ccmpany 
at this time, or about this time, was soiling what was 
then known to be their No. 5 for $60.00. The American 
Company duplicated this register, which was a detaD 
adder, and sold the same for $40.00. 

The National Company shortly afterwards reduced 
their No. 5 to $20.00 and changed the number from 5 to 
216, and are still selling this No. 216 for $20.00. If the 
National Company can make money selling this No. 5 
for $20.00, what kind of a profit were they making when 
they sold this same reigster for $60.00? 

This is only an illustration of what a little competi- 
tion did fcr the m.erchanits in the price of two cheap 
register, that is I allege that competition was the cause 
of this great reduction, but I do know without any 
doubt, that these reductions took place, and that the 
American Cash Register Company, did put on the mar- 
ket almost an exact duplicate of Nationals, Nos. 5 and 
8, and that they did sell the same for less money than 
the National did. 

Then on July the 27th of 1909, the National Com- 
pany wrote a letter to all of their selling force in the 
United States and Canada, to report to them the names 
of all merchants who had bought American cash regis- 
ters, and to give the particulars of all American sales. 
This letter was written from New York, on the date 
mentioned above, and was signed by Mr. Wm. Pflum, 
who, at this time, was the Assistant General Manager. 
I sitill hold the original letter in my possession, but do 
not know what the object of the National Company was 
have such reports made direct to them. 

There was also another competition register that 
came on the market, known as the Union, and also an- 
other known as the Weiler. 

For the information of all my readers who possibly 
may have never seen a patent license, an exact copy 
of the same which was used in the Union case, I hold the 
original copy which was sent to me by the National 
Company. I do not know why they sent these patent 
license copies to me, unless it was for the reason that 
they look so much like money. I have taken splendid 
care of them, and will have the same framed after my 
book is published. 
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After paying close attention to this patent license 
I believe my readers will agree that a little competition 
in the cash register 'business would be advisable. 

One of the Government's first witnesses (Mr. Nathan) 
from California, stated on the witness stand before the 
United States Court in Cincinnati, that he was the own- 
er of one Ameiican cash register for which he paid 
$185.00, arid also stated that the National Cash Register 
Company had agreed to duplicate his register for $40.00. 
or exactly $145.00 less than Mr. Nathan had paid for the 
American. This is equally as bad, if not worse, than the 
competition deal which came under my own experience 
with Mr. Deitzer & Son, corner of Broadway and Vine 
streets, of Lexington, Kentucky. 

Mr. J. E. Warren, of Boston, who is also a witness for 
the Government, makes this statement, he said that in 
one of their conventions he heard Mr. Patterson, presi- 
dent of the National Company, make this remark: "The 
only way to kill the competition dcg is to cut his head 
off." 

And from all the evidence so far secured it looks 
very much like the Government might apply the same 
prescription, and there behead the entire litter of Na- 
tional competition dcgs at the same time, which would 
cause a great wailing and gnashing of National teeth, 
such as never before since the days of the flood when 
all b-ut Noah and his family was lost. 

The indications point favorably at this date, January 
1, 1913, in favor of Uncle Sam, who represents the 
Government, and if he handles those thirty National sin- 
ners as they have competition, there will be some very 
rough sliding in Cincinnati, about April the first. 

With reference to my personal record while travel- 
ing for the National Company, the reader will note only 
a few of the many letters which I received from Mr. 
John H. Patterson, the president, and also from other 
oflScials of said company. 

During the eight years while with the National Com- 
pany, I was located in different parts of the United 
States. My first work was in St. Louis, Missouri, and 
I was afterwards located at Clarksburg, West Virginia, 
Lexington, Kentucky, Steubenville, Ohio, East Liverpool 
and Jackson, Mississippi. Not bcastingly do I mention 
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the fact that while I was located at -Lexington, Ken- 
tucky, which was then known to 'be operated under the 
name of District Five, and which was composed of Ken- 
tucky, West Virginia, Ohio, Indiana and a part of Ten- 
nessee. While located at Lexington, I had the honor of 
bringing the district banner to Kentucky, fcr the first 
the last and the only time, up to my resignation, which 
was tendered the company the 15th of April, 1912, from 
Jackson, Mississippi. 

And while located at Jackson I secured one hundred 
and seventy pcints during the month of June, nineteen 
twelve, and won the president's prize, which was the 
first, the last and the only time that such honors ever 
came to any sales-agent ni the State of Mississippi, up 
to the date of my resignation. (See Mr. Patterson's 
letter.) It would have been an easy matter to have held 
my place at the top of the District Bulletin of our selling 
force, but my conscience some times failed me, and in- 
stead of selling one of my large white elephants, I have 
many times sold the smaller ones, cr the one which to my 
mind best suited the financial capacity of the merchant, 
and therefore did not always secure as many points per 
register, as some other salesmen might have done under 
the same circumstances. 

However, quite a number of merchants just would buy 
the largest and highest priced cash register. 

This reminds of a certain sale which I closed in West 
Virginia. I cannot remember the name of either the 
place or the merchant, and by the way, this town was 
about fifty miles from Fair Mount, and I distinctly re- 
mem'ber there were two hotels at this place, one was 
'*The Alpha," the other was "Omega." I stopped at the 
"Alpha," not because it was the first, or because it was 
the best but for the reason that one of the best mer- 
chants in the town lived at the "Alpha," and was also fi- 
nancially interested in the same. I arrived there over 
the B. & O. about 6 :30, IP. M., and put up my samples as 
I had a warm tip that a certain merchant wanted to buy 
a large cash register. This gentleman had signed one of 
our return cards, and the same was sent to me, and at 
that time it was a decision to look up the financial stand- 
ing of the sender. 

I noticed on this particular return card that the mer- 
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chant which I wauled to see was rated at C-I, which 
meant that he was good for all that he wanted, "and then 
seme." So my conscience did not hurt me so bad when 
I knew they wanted to buy and had plenty of money to 
buy with, therefore I proceeded to get some of this 
dough, and put up one of my $600.00 elephants in the 
sample room and -went after my fish. He was very busy 
when I called, just like about ninety per cent of all other 
merchants, I told him who I was, and who I was repre- 
senting, but did not use the company^s standard ap- 
proach, however. 

I made an appointment with this gentleman for 8 P. 
M. And a few minutes after the appointed time he came 
to the sample room, he knew exactly what he wanted, 
and said he had been reading our advertisements for; 
quite a number of years, so in less time than it wculd 
take me to tell it, I had his order for one big register, 
price $600.00. I had just given him a receipt, and was 
preparing to congratulate him for using such excellent 
judgment when he said in a long tone of voice, "You can 
send me another one just like that one, for my other 
store upon the narrow guage." 

Well I almost fainted but managed to get the order 

filled out, and to write him another receipt. I sold him 

twelve hundred dollars worth of cash registers in less 
than thirty minutes, "it was a sham.e to take the money," 
but he just would buy them, and under the circumstances 
I was justifiable. My conscience has never hurt me for 
making this sale which was the tenth largest sale to any 
one merchant during my eight years experience with the 
National Company. The largest sale was to the W. L. 
Brown Company, of Jackson, Mississippi, who operated 
a chain of drug stores. This particular order called for 
three thousand eight hundred and fifty dollars (3,850.00) 
worth of cash registers, which was also the largest order 
for cash registers ever written in the South up to the 
time of my resignation. If that same sale had been 
closed by some one of the company's pets, it would hav§ 
been boosted in all of the leading newspapers of the 
world, but up to this time nothing has ever been publish- 
ed in regard to this, the largest sale ever closed in the 
South. At another time while in the 'South I sold four 
large elephants to three different concerns on the same 
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day. These three orders called for $2,300.00 worth of our 
highest priced cash registers, and were all sent in the 
same mail. This was another big deal that was never men- 
tioned in any of the company's papers, or any local pa- 
pers of the South. 

But during the same month of the same year, a cer- 
tain sales-agent located at Memphis, * sold just one 
$600.00 register to a concern of Memphis and the corn- 
pay's papers congratulated the salesman for this excel- 
lent sale, and also had his photograph in the papers and 
said some very beautiful things complimenting Mr. 
Mannen, as this was the gentleman who closed the sale. 

The company proper, however, is not altogether re- 
sponsible for such partial treatment. 'Ome of my great- 
est troubles was with their little District Managers, and 
upcn one special occasion Mr. F. L. Ditzler, who was at 
this time the General Manager of American Agencies, 
cancelled me by wire for using complimentary language 
to a gentleman who was posing under the honor of a 
District Manager. This gentleman was the owner of a 
dictionary from which re quoted language which I have 
never been aWe to locate in Webster's Unabridged. He 
usually wrote me every day, and sometimes oftener, and 
on a special occasion, in his reply to one of my letters 
which I had written in sudden heat of passion, and 
failed to correct the gramatical errors and bad spelling, 
and which was possibly the cause of him writing me 
something like this, which in his closing remarks was put 
in the form of a question: 

"Would it not expediate matters if you would restrict 
your correspondence to categorical statements of facts 
unincumT>ered with your obstructing accumulations of 
metaphor and allegory?" 

Now if a letter with closing remarks like that would 
not cause cancellation by wire what would? I was up 
against it, and thought possibly that he had confused his 
dictionary with our new telegraph code, so I went to 
my room at the hotel, and looked up my telegraph code, 
but could not locate the words "metaphor" or "allegory," 
and, I am still at a loss to know their meaning. If this 
gentleman's head had been analyzed by .a phernologist, 
I think the result would 'be something like this: caution, 
3 per cent.; combativeness, 7 per cent.; conscientious- 
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ness, 5 per cent.; hope, 10 per cent.; destructiveness, 35 

per cent.; benevolence, 5 per cent.; mirth, 2 per cent.; 
language, 3 per cent.; veneration, 1 per cent.; knowledge 
of the cash register business 4 per cent.; knowledge cf 
provincial territory, 6 per cent.; verbatimness, 9 per 
cent.; philoprogentiveness, 1 per cent.; total, 100 per 
cent. This head, like the territory of the National Cash 
"Register Company, was entirely too big. 

Well, when I arrived at Dayton, to answer in psrson 
before Mr. Ditzler, who had cancelled me, arrangements 
had been made for my transfer, and this stock of infor- 
mation, referred to above as a District Manager, was im- 
mediately canned. 

In describing the head of this gentleman, beg your 
pardon for having used so many big words, my abject in 
doing this was for the speical benefit of the gentleman 
referred to above, who, I hope, will have the pleasure of 
reading this be ok, and if he does, I suppose that he and 
mysolf are about on par, at least I am willing to call all 
bets ojff, and so far as I am personally concerned, my 
part of the hatchet has been buried. 

I note from the press that Mr. Patterson has been 
pictured as standing on a man who was down on the 
ground, and in Patterson's hand the ax of ccmpatition 
was drawn and ready to amputate the head of his poor 
competitor. This was a horrible looking picture, and 
one who did not know Mr. Patterson might picture him in 
their mind's eye as a hard face criminal, and for the 
special benefit cf my readers who do not know Mr. Pat- 
terson, I will describe him exactly as he is. Mr. Pat- 
terson is a small man, and like the writer, he at one was 
red headed, however, his hair at this time is almost 
white, as also is his mustache. It has been my pleasure 
to attend many conventions with Mr. Patterson, and my 
strongest selling points I learned from him. Mr. Pat- 
terson is quick to observe and sees things as they really 
are. I believe that Mr. Patterson believes that he is 
right, and if he should be convinced that he is wrong, I 
believe that he is the man who will acknowledge the same 
before the world. 'Personally I consider Mr. Patterson 
a wonderful man, and if there should be more than seven 
wonders of the world, I would consider Mr. Patterson 
the eighth. 
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But like all other hunman beings, Mr. Patterson has 
his hobby, and all others have their hobbies, both male 
and female, and some have more than one. Mr. Patter- 
son, however, has but one hobby, and that is spelled like 
this, "'Cash Register,'' and he knows how to ride his 
hobby, either side ways, or the new woman's way, before 
or behind, with or without biiddle or saddle. Mr. Pat- 
terson has a head full of brains, and every brain repre- 
sents a wheel, with every wheel in its place, and a place 
for every wheel. Cash register wheels some times get 
balled up and will not add correctly, but those Patterson 
wheels have never been known to slip a cog, or to make 
a single mistake since he has been in the cash register 
business. 

Mr. Patterson is many times a millionaire, and is 

said to be the wealthiest man in the State of Ohio. He 
has traveled all over the globe, and would not remind 
you of being a criminal. Personally I do not believe he 
is, and I trust that ray readers will new see Mr. Patter- 
son in a different light, and NOT as a hard-faced crim- 
inal, as he has been pictured through the press. 

You now have Mr. Patterson as he realy is, with the 
exception of his millions which I neglected to count. 

The next gentleman in order is Mr. E. A. Deeds, the 
Vice-President and General Manager. Mr. Deeds is a 
tall gentleman, with a block- shaped head, however, there 
is no saw dust on the inside. 

I think Mr. Deeds is the best qualified man in the 
world for the position which he holds. I am not quite 
sure, but believe that he was educated for a doctor, 'but 
whether he was or was not, this makes no particular dif- 
ference, anyway I saw his perform an operation which 
would naturally cause me to think that he had some 
knowledge of surgery. Upon this special occasion Mr. 
Deeds used a cricket for his subject, and after removing 
the abdominal walls of the cricket, he then took out its 
gizzard, which he gracefully carved into a dozen or more 
parts, explaining the same in Latin and Greek, which the 
publisher of this book does not understand, and there- 
fore can not make public. The next experiment was 
with germs, and from one drop of water which taken 
from Miama River near the place where this occurred, 
and in which was three germs, and to show you that 
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Mr. Deeds was not at all partial, or that it was a fixed 
up joib, he selected the smallest one of these three ani- 
mals, and first made a diagnosis of the external parts, 
and then demonstrated the finns on each side of the 
germ, which looked to be a;bout the size of a turkey 
wing. He then turned the germ over and showed us the 
hair on the underneath part of the germ, which was 
long enough to plat. Mr. Deeds did not say what kind 
of a germ this was, and whether it was smallpox or 
cholera I could not say, hut ever since I saw this animal 
with my own eyes, I have believed in germs. It was 
more than one year after I saw the operation and direct- 
ing of the cricket's gizzard 'before I told my wife about 
it, for fear she would not believe it. 

Mr. Deeds is also an expert with electricity, and I 
have seen him handle this sparkling phenomena in such a 
way that you would think it nothing more than chained 
lightning. Mr. Deeds always attended our conventions, 
and his lectures were interesting and profitable to the 
selling force. He would not impress you as a criminal and 
I do not believe that he is. You now have Mr. Deeds, the 
Vice-JPresident. 

Next is Mr. W. F. Bippus, the Treasurer, who is a 
small man with keen little 'black eyes, and does not have 
the appearance of a man that would raise, a check, or do 
any thing wrong, and T don't believe that he would. 

We now have Mr. Thomas J. Watson, the Sales Man- 
ager. Mr. Watson is an old bachelor, but let it be dis- 
tinctly understood before going into further details on 
this subject, that Mr. Watson is in no way responsible 
for the sins of being an old bachelor. 

It has been said by hundreds of sales- agents that Mr. 
Watson was a good Sales Manager, and personally I 
agree with any one who would make such a remark, but 
if you will excuse me, I believe it would be to our mutual 
benefit to drop the su'bject. 

The next gentleman is Mr. Pliny Eves, from Buffalo, 
New York, which is a nice little town. Mr. Eves, how- 
ever, is also a candidate for an inside position, subject 
to the action of the anti-trust law. 

I now have the honor of introducing to my readers 
a very large package of humanity (averdupois), who 
hails from Columbus, Ohio, the home of the genuine Hall- 
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wocd cash register. This gentleman has many times 
been called and found to ^e without a pair, but I am go- 
ing to call him by his correct name, and if your honor 
pleases, its name is "Wentz," which is absolutely all that 
could be said of it without convicting the writer. 

IMr. Geo. Morgan, from Atlanta, is the next in order, 
I could say quite a good deal about Mr. Morgan, but as 
he bears the title of being a scrapper, I had better step 
softly, as he might attempt to engrave a few splints on 
by (bureau of information, as he did one gentleman from 
the South. Mr. Morgan is also subject to cancellation 
for sending telegrams on the Sabbath Day to a Mr. 
Henry, of Jackson, Miss., which came near resulting in 
Mr. Morgan being a candidate for a limited vacation to 
be spent at some resort for the special benefit of un- 
fortunate subjects, with a fractured knowledge. 

Mr. Morgan, however, would not impress you as one 
who would violate the Sabbath, and with the exception 
of defining his red hair. You now have Mr. Morgan, 
from Atlanta. 

So far all of these sinners have been white men, and 
I now ask your pardon for having to introduce Myer N, 
Jacobs, of Pittsburg. It has been said by more sales- 
agents than one, that Jacobs is without doubt the mean- 
est Jew now living, which explains that he is of the He- 
brew family, and therefore he is also a white man. But 
should you desire to carry on further conversation with 
Mr. Jacobs, you will do so at your own risk. 

The next three gentlemen are Mr. Warasley, Wilson 
and Cool, "triplets" — three of a kind, which makes an 
excellent hand to draw to, and at any other stage of 
the game, I would discard and take a chance on catch- 
ing something, but in this particular case I am going to 
standpat, and if you or anybody else can beat these 
triplets, call my hand, or ante and pass the buck to Joe 
Rogers. My reason for mentioning the name of Mr. 
Rogers in this connection, was to avoid a personal intro- 
duction, and with the exception of his short qualifica- 
tions, physically speaking, you now have Mr. Rogers, 
who would not remind you of a criminal. 

I shall have to be very careful in introducing the next 
gentleman for two reasons. First, I am not sure as to 
his correct name. And second, if I should be absolutely 
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positive that his name was Mr. C. D. Foot, he mig'ht claim 

that his correct title was Edgar Park, of New York. 
Therefore, as it has been alleged that he is either one or 
the other, personaly, I do not that either of these two 
names that I have mentioned is correct, 'but as this gen- 
tleman has been registered under more than one name. 
I am going to leave this matter as to his name with my 
readers. However, I am quite positive that this gentle- 
man was arrested, and should he be convicted, and serve 
his jail sentence under the name of Mr. Edgar Park, we 
would then naturally suppose that his correct name was 
Mr. C. D. Foot, or vice- versa. I only mention this gen- 
tleman's alias, and no one can prove that I have said 
anything with reference to his correct name for the 
reason, I do not know. 

Well there is always a last to all things except for- 
ever, which I am not able to define. iSome people think 
they are going to live forever, somewhere, and they 
ought to. Anyway here comes the last of these Na- 
tional sinners all in a bunch, and with the exception of 
each one of these gentlemen being tied with a five thous- 
and dollar ribbon, I do not know that there is any other 
strings on them. 

One of these gentlemen has been accused of having 
the big head, however, the one which has the largest 
head, has never been given the title of being big-headed, 
and one of these heads is a fraction larger than a Ger- 
man beer mug, and from all that has been said of this 
particular head, it certainly must have something on the 
inside besides brains or gray matter, and from the in- 
formation which I have received concerning this partic- 
ular head the same must be packed with gun-cotton or 
some other explosive material, as he has been accused 
of exploding and using language which would not have 
the proper ring at an Old Baptist Convention. I am not 
responsible for anything that has been said, and i>erson- 
ally I will not say anything more, only to mention their 
names in order of their indictments, so here they come, 
and the first one, as I drop them off to you, is Mr. W. C. 
Howe, next is Mr. Jack Range, and the third is Mr. 
Keith, the fourth Mr. J. C. Laird, which is a 'kind of a 
pet name with the company; the fifth is Mr. Cummings. 

I now take great pleasure in introducing to my read- 
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ers, Mr. C. A. Snyder. It will be remembered by all who 
have a good memory that this gentleman's name was 
mentioned in the preface of this book, as being caught 
in the trap of the National spider, and this C A. is the 
very same Snyder. He is also the same gentleman who 
came to Lexington, Ky., while I was sales-agent for the 
American Cash Register Company, and used convincing 
arguments which caused me to again connect myself with 
the National Company. Mr. Snyder knows the cash 
register business from "A to Izard," and the company 
used Mr. Snyder to a great advantage in building up 
agencies which had not been properly handled by other 
District Managers. I know of two districts at the present 
time which are very much in need of a District Manager 
of the Snyder type. Mr. Snyder, however, like the seven 
churches spoken of in the Book of Revelation, also has 
his faults, and I believe that all people, both male and 
female, have their hobbies, and the reader should not 
take it for granted that just because I have mentioned 
the female sex that Mr. Snyder is in this jmrticoilar line 
of goods. Mr. Snyder has many friends with the Na- 
tional Company, and some are not with the company, and 
I number myself with the latter. 

For reasons best known to myself, and which I will 
keep under my hat, I will not mention the names of the 
other ten gentlemen, who have been indicted, and are 
at this date, Jan. 26, 1913, 'being tried in the United 
States Court. 

The reader will now have a better idea of this bunch' 
of National sinners, and in my attempt to introduce all 
of these old National College chums of mine, it has been 
my aim to so describe each one of them in such a way 
that my readers will not see them as a hard-faced bunch 
of law-breakers, as some of them have been pictured to 
be through the press. 

It is also plainly indicated by so describing each one 
of these gentlemen, that I personally have no ax to grind 
with any of them, and the object of this book is in no 
way intended to injure any of these gentlemen, or th (busi- 
ness in which they are engaged, and I consider some of 
my best friends to be among those whose names I have 
mentioned, and who have been indicted. 

And in using the approach and demonstration by the 
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National Agent (Mr, Smith, to the merchant, Mr. M.), 
I did so in a very favorable way to the National Com- 
pany, and in doing so I did not mention one -half of thei 

company's selling points, which might be "better termed 
as "Tricks." I know from a personal experience that 
cash register salesmen have various ways and schemes 
through which thousands of merchants have tumbled 
heels over head into one of those big six drawer white 
elephants, which devour all of the profits of a small 
business until the last dollar has been paid, and very 
often after several payments have been paid and the 
merchant is not finacially able to be forced to comply 
with the contract, the show wagon will back up to the 
store and the elephant will get aboard and take all that 
has been paid, back to the place of its birth, therefore, in 
many cases, all that has been paid is net profit. Then 
after the big elephant arrives at the factory and receives 
congratulations from the different departments as it 
passes from one to another en back for possibly the sec- 
ond or third time, to the final inspection department, 
where it is given a few finishing touches, and has its age 
changed by the manipulating of the number plates, it is 
again boxed and ready for shipment, and not one mer- 
chant in a million could tell any more about its age than 
he could by looking into the mouth of a cannon, and 
thousands of merchants with limited capital, and without 
experience have been made to believe that cash register 
would grind out dollars like a Government mint in a free 
silver country. 

M^y experience with the merchants leads me to say 
that the great majority of merchants, and especially the 
beginners, have a very rosy view of the mercantile busi- 
ness, and in their hurry to get a reputation in the com- 
mercial world, they buy from too many different con- 
cerns, being persuaded to do so by certain "knights of 
the grip," whose only aim is to secure their commissions. 

Merchants who buy useless fixtures and ornaments 
from which they derive no profit, generally wake up to 
the sudden realization of the fact that the mercantile 
business is not a gold mine with large nuggets sticking 
out but is such a disappointment they soon get discour- 
aged just at the point where they should understand that 
the pendulum of the mecantile business does not always 
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swing to the profitable side of the ledger. 

My remarks with reference to the 'beginners in the 
mercantile business could be verified by thousands of 
manufacturers and wholesale men who make it their bus- 
iness to sell a staple line of merchantable goods. 

In writing this book, I have been more favorable to 
the use of cash registers in the retail business than 
I should have been. 

I could have made the picture a great deal darker 
and more unfavorable, and at the same time confined 
myself absolutely to facts and truth. I will say, how- 
ever, (in italics) that I have never seen a cash register 
of any description that would prevent clerks from going 
south if they were so disposed, neither have I have ever 
seen one that would prevent the failure to charge goods 
sold on credit; or to tell where the cashier had been in 
absence of the proprietor. But I do know of a certain 
sale on keeper, who was only a clerk for a certain con- 
cern in West Virginia, who worked eighteen months and 
used a National cash register every day, and resigned on 
the first day of the nineteenth month with more money 
than the concern for which he worked was ever worth, 
or ever will be unless they devise a better system than 
the cash register. 

I have been told numerous times by clerks that they 
could beat a cash register, I disputed with them in or- 
der to get their points, tbut knew at the same time that 
they were correct. 

Any clerk, who has 'brains enough to use simple ad- 
dition and subtraction, and to keep the difference in his 
head until a convenient time, can beat a cash register. 
And I did read of one clerk who it seemed instead of 
keeping the difference in his head used matches or grains 
of coffee with which he kept a record of what he took 
for granted belonged to him, and at a convenient season 
he would take possesion of his rake off and take a new 
inventory of his matches or coffee, and make a new start 
in business : however, a real smart clerk will not take out 
too much, only on very busy days, and for special oc- 
casions. This reminds me of what a certain merchant in 
Georgetown, Ky., told me. This gentleman was one of 
the proprietors of one of the largest hardware concerns 
in Central Kentucky, but I had better not say any more, 
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or I might just as well call the name, anyway, this 
happened on County Court day, which is always a very 
busy day, and this gentleman told me that he put more 
cash in the register on a certain Ccurt Day than he took 
out on the same night at the close of the day's business, 
and while he put in quite a good deal for change on that 
morning, they also had a 'big day's cash sales, and money 
received on account. He phoned me to ccme over and 
unlock the back pait of their register as the key had 
been misplaced. I went over and obeyed his orders, but 
there was "no taters" in the back of the register. 

Time would forbid me to tell of the hundreds of such 
exporiences, which also might net be any of my business, 
and would possibly be of no interest to my readers. 

Just at this point I think it would be a good place to 

ask the pardon of my readers for using the words "white 
elephant," "shark," "stung," and other slang express- 
ions. I did not know anything about bad language of 
this nature when I signed up with the National Company, 
however, they are not responsible for any of the gra- 
matical errors, or bad spelling which may be numerous in 
"^Tricks of the Trust." 

I trust that you will, under the circmstances, pardon 
the language referred to above. And if there should be 
any good mother who may read this book, and such 
mothers should have a good boy, my advice to them 
would be to give the policeman fifty cents to take the br y 
off to the back of the farm and shoot him, before giving 
their consent for him to travel. 

At the time when I signed up with the National Com- 
pany, which was June, 1904, I was making a good sal- 
ary, but had been informed of the wonderful commis- 
sions in the cash register business, I therefore, not 
knowing the enormous expense attached to the same 
went to Dayton, Ohio, and signed up with them, and at 
the end of eight long years I resigned at Jackson, Miss- 
issippi on the 15th of April, 1912, with less money than 
when I first went with them, which was due to the fact 
that it required mere than sixty per cent., of my income 
to keep up the necessary expenses of my agency. I 
would not attempt to mention all the expenses connected 
with the cash register business, but for the information 
of my friends, "Knights of the Giip," I will give them 
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jast a faint idea of a part of them at least. During the 
eight years while with the National Company I was 
transferred five times, counting my first trip from St. 
Louis to Wheeling, W. Va., this was all at my own ex- 
pense. After this I traveled more than six times the 
distance around the world for the National Company, 
which was also at my own expense. 

My mechanical inspector cost me more than $50.00 

per month, which was upwards of four thousand dollars. 
One of these gentlemen eost me $173.00 for three weeks 
work, and during this time he sold one small register, on 
which my comimissions were $7.00, and later the order 
was cancelled. This gentleman's name was Mr. Sher- 
man, who, by the way, is in no way related to Mr. (Sher- 
man, the originator cf the anti-trust law, which has. "been 
claimed by the Government to have been violated by the 
National Cash Register Company. 

The agent is supposed to pay, and does pay, all the 
traveling expenses of their mechancial men from the 
factory, or any other part of the world to the territory 
of the agent. I had one of these gentlemen sent to me 
from Philadelphia upon one special occasion, his rail- 
road fare alone was $22.50. His name was Mr. Ricka- 
baugh, who was a good man for the place. Then my per- 
sonal letters written from Dayton and New York cost me 
more than $100.00 annually, this is a very moderate es- 
timate. All freight and express charges on sample reg- 
isters and supplies from Dayton, or any other part of the 
globe MUST be paid by the agent, "I say MUST be paid'' 
for the good reason the same is sent C. 0. D. The dray- 
age is another very heavy expense, nothing less than 
$300.00 annually would pay this. 

And many times it is necessary to secure legal ad- 
vice in regard to pulling cash registers on which part had 
been paid, the agent also pays his proportion of the at- 
torney's fees. Now comes the office rent for the use of 
the agent in his local territory. My office at Edwards 
Hotel at Jackson, Mississippi, was $300.00 annually, this 
was for my local agency, I also payed the same for the 
New Orleans office, for which I had no more use than if 
the same had been in the Southwestern part of Turkey. 
However, this was a company decision and if it was not 
paid direct by the agent, it was paid by the company and 
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charged to the account of the agent, then deducted from 
his commissions twelve times annually. It makes me 
mad every time I think of the hundreds and hundreds of 
dollars which I was forced to pay for this absolutely un- 
reasonable expense, and many warm letters have I writ- 
ten to the Sales Department in regard to this unjust de- 
cision, and my cancellation has been threatened more 
than once for taking this matter up with the Sales De- 
partment, over the head of some little two by four Dis- 
trict Manager, who knew as much about operating pro- 
vincial territory as a school boy would about how many 
dollars and cents it would require to complete the Pana- 
ma Canal, and no one up to the present time has made 
an estimate within fifty millions of the correct amount. 

Continuing with the expenses' in operating the cash 
register business, there is the office boy, the stenograph- 
er, the mechancial inspector, the telephone, the light, the 
heat, the water and the janitor, and the local advertis- 
ing, and the signs, and the kinemacolor welfare indus- 
tiial exhibit, and your ad in the local papers, and the 
same in the theatre programs, and minor other little ex- 
penses too numerous to itemize. And if there should be 
any other expenses which the agent does not pay it 
must be the air which circulates around the registers 
while in possession of the agent. 

I have reference to just plain, cool air, of course the 
hot air was one of the most expensive things in the busi- 
ness, for which we were extended the privilege of paying 
for in advance through the Systems Department on 
systematcal charging. 

Some of the HOT air was distributed at our schools 
and conventions at the rate of fifty dollars per minute, 
which we paid for in advance, and when such men as 
Hugh Chalmers, who drew a small salary of only eighty- 
four thousand dollars annually, talked to our class for 
five minutes we thought his lecture was cheap at five 
hundred dollars ,and many times it was really worth a 
great deal more to the National company. 

Mr. Patterson also made us several short talks at 
the Chalmer's rate, however, his salary was only about 
three times the same as the President of the United 
States, being only one hundred and forty-four thousand 
dollars annually, or in other words, using five work days 
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in the week, as we generally did, and using the eight hour 
system, Mr. Patterson's hourly income was exactly sev- 
enty-five dollars, ($75.00.) Mr. Patterson's talks were 
generally worth the money; it was the smaller calibres 
which was the most expensive. But the fact of the 
matter is the merchants paid all of cur expenses. Some 
of them paid the spot cash less 5 per cent. The great 
majority, however, paid on the installment plan, which 
was a system very liberally devised for the special ben- 
efit of all merchants who preferred that the National 
Company receive the extra 5 per cent., and quite a num- 
ber of merchants did not have the spot cash in order to 
take this very liberal discount. 

Speaking about HOT air talks reminds me of buying 

a cheap suit cf clothing from a Russian Jew. The 
cheaper the suit ,the higher the price, and some of these 
HOT air speeches, which were shot at us from the small- 
er guns, were just like the cheap clothing in the long 
run, they were always the most expensive. One of these 
smaller calibre HOT air automatic verbatim drop-your- 
nickol-in-the-slot speech makers first name was Billy. 
I would not m.ention the latter part of his name, 'but if 
there should be a latter part attached to anything now 
living, it would be the latter part of this Billy name. 

In order to pay the enormous salaries of the Nation- 
al Cash Register officials, which has been mentioned 
through the press, and which I also allege to be true, 
there certainly must be a fair profit in the cash register 
business, and I am of the opinion that a little competi- 
tion in the cash register business would be advisable, 
especially when it has been claimed by the prosecution 
that the one central idea of the National Company was 
to dominate and control the cash register business of all 
the world, and as I have previously stated, this is en- 
tirely too much territory, for one monopoly to success- 
fully handle for the good of the mercantile world, es- 
pecially on the production of one commodity. 

And borrowing the language of (President-elect Wil- 
son, of the United States, "Our mission should NOT be 
to pile up great wealth, but to serve mankind with hu- 
manity and justice, and let us learn that the service of 
humanity is the business of mankind, and let us see to it 
that the business of mankind be set forward by this 
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Government which mankind sets up in order that justice 
may be accomplished." 

And now, Mr. Merchant, and all of my readers, I am 
going to leave all of these alleged prcspuctive jail-'bird? 
in the hands of the jury, and with the assistance of the ' 
United States Government, under whose kind watch 
care they are at this time peacefully resting, and each 
one 'being securely tied to Uncle Sam's long coat tail i*\ith 
a i$5,0€0 ribbon, I will close the books with the 
betting in favor of the United States Government, that 
each one of these National sinners shall be dealt with 
strictly according to the Sherman act. 

In conclusion, please bear in mind that I hold in my 
possession, clippings from the press, and other infor- 
mation, from which I could have written a darker pic- 
ture than the same which I have truthfully presented 
through these pages under wliich name the title was 
suggested, as the jury hears the alleged "tricks" of the 
National Cash Register Company, and now henceforth 
and forever, this book shall be known as "TRICKS OF 
THE CASH REGISTER TRUS4T." 

Now let's all stand and be dismissed, and let cur 
benediction and parting words be, "All together, should- 
er to shoulder, with the United States Government in 
breaking up all monopolies and "TRUSTS," which are 
fast coming to be one great network of the money power. 

And may each one cf my readers be ready to say. 
"I will be one, who will stand by this United States 
Government in their ejffort to dissolve any one concern 
whose central aim is to manufacture and control all of 
the production-of-any-one-commcdity." 

Yours truly, 

T. C. HtENRY. 
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T]iis l>ot)k :vas written iliirLig ilio prosecution t)f the 
N^niioiml Cnsli Itegister ('ompany, and since it is 7ery 
plain to understand that my prediction was correct i 
iignin preilict that in the future when Uncle Sam fails 
to convict a TRIfST that these things below will uome 
I"(» pass: 



Wlien icebergs gather around the sun, 
When Uncle Sam won't use his gattling gun_, 
Wlien old maids quit trying to spark, 
AtNl), Noah ])uilds the second ark. 



Wiieji trees grow from roots up in the sky, 
When the flirt fails to stare you in the eye, 
Wiien the suffragettes get in power, 
THEN sugar will be most awful sour. 



When mules won't kick like gentle Maud, 
When doctors <3ease to be a fraud, 
When the millionaire gets up to Heaven, 
THEN the figure 0N% will be seven. 



WJien women won't follow the latest style, 
When naughty girls cease to smile, 
Wlien the German fails to drink his beer, 
THEN you may know the end is near. 



When dudes quit smoking cigarettes, 
When some ladies won't keep poodle pets, 
When little iish won't learn to swim, 
ANT) old hyi)ocrites won't sing a hymn. 



When all the people are in one class, 
When all these things come to pass, 
When in the truth there is a flaw, 
niEN there will be no SHERMAN ]aw, 

—THE iUTHOa 
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